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the phenomenal growth of sales of scholz california contemporary homes 
puts an ever increasing demand on our sales organization. to meet this demand 
Tela Mi lore) dite Miolm@melelellileulelmaslolelol(-Mil iM omaculiolam@olliielle Mima telaharell 


Tole flolsC MoM ME -leliMmiillolelich ,-timmolllil-telimelileM@ullelell-Mrvellliin 


aimed exclusively at the quality market these homes have been featured 
TAMA te Ab AA 1e Ao LilealelMilelicMelileMsllliiel-1eMuleleleP4ii-MelileMa-]sle-1-ul me 


vast pre-sold market. 


if you have a record of successful selling and high earnings on strictly commission 
basis you will find this the opportunity of a lifetime — demonstrated in 

case after case in the past year by men of similar experience — this is the 

only requisite — previous experience on building products not necessary — as 


we will train you thoroughly—call write or wire for interview. 


incorporated 
2001 Westwood Toledo, 


schol z home 5s 


Ohio 
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Back in I940 R.0.W, SALES Co. Flirst introduced the 
RO.W) REMOVABLE WINDOW. Overnight this 
unrt gained national leadevship. Téday, cleaning and 
painting windows in millions of homes is easier 


because of R-O-UW) REMOVABLE WiNDoWws. 
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LET’S BRING THEM BACK TO THE OFFICE 
@ By Floyd Lowe 


HE BUILDS A CONVERTIBLE SCHOOL 


YOU CAN SELECT SALESMEN SCIENTIFICALLY 
@ By William Cusack 


BUILDERS GROW MORE COMMUNITY CONSCIOUS 
@ By Roger Lakey 


ACTION, .. A PROGRAM THAT NEEDS YOUR SUPPORT 
BUILDERS TOLD: BE MORE AGGRESSIVE IN YOUR MERCHANDISING 
WHAT IS THE ECONOMIC OUTLOOK 


WE HAVE TO MEET THE COMMUNITY FACILITIES PROBLEM 
@ By Dr. Abel Wolman 


PTRADE-INS CAN BE PROFITABLE 


MEETING MORTGAGE NEEDS IN REMOTE AREAS 
@ By Robert Payton 


1 AM PROUD” 
- By Russell Pointer 


rAX FACTS 
@ By E. H. Welter 


ALL-WOMAN OFFICE 


WHAT PROPERTY DATA DO INVESTORS WANT? 
@ Rv Louis Glickman 


THE LAW SAYS 
* By George } Inder son 


AMONG OURSELVES 


PREVIEW OF COMING ISSUES 


Look for these timely, down-to-earth features in your March issue of 
the JOURNAL: Suggestions on planning your 1955 houses to make them 
sell better and faster... A case study of a top-quality motel operation. 
Ideas on using trade-ins to increase new home sales. . . Details of how 
a California developer promoted “teamwork” as the key to a successful 
subdivision And in April, the annual Roster of Realtors bigger 
and better than ever. 
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1. Styling leadership — Whatever 
the orientation on a lot, Modern 
Homes have the look of smartness and 
quality that only full-time architec- 
tural development can achieve. The 
low, long look, the low-pitched roof 
with its wide overhang are now 
Modern trade-marks. 


How the best materials help bring you 


quality —and volume profits! 


2. Exclusive features — Modern 
Homes’ Research and Product De- 
velopment Department has intro- 
duced entirely new sales-sparking 
features to residential building 

including the widely heralded power- 
operated windows, acoustical ceil- 
ings, Klear-Span steel floor system. 


4. Advertising appeals [n Lir- 
ing for Young Homemakers, Better 
Homes and Gardens, and Small 
Homes Guide, Modern Homes ad- 
vertising is designed to add the 
powerful sales-extra of prestige—the 
reputation for excellence that in- 
fluences discriminating buyers 


NATIONAL REAL Estatt 


AND BUILDING JOURNAI 


3. Quality emphasis —§ Modern 
Homes are designed for quality 
builders... fabricated with precision, 
of the finest materials. To help the 
builder follow through with this 
quality emphasis, Modern helps train 
erection crews, helps plan sites, helps 
achieve effective color styling 


5. Open House promotion 
With newspaper mats, radio and TV 
scripts, signs, photographs, displays, 
and quality literature, Modern 
Homes helps the franchised builder 
dealer and the realtor make Modern's 
styling, features, and quality pay 
off in profitable volume sales 


hebruary. 1955 


Many factors contribute to Modern Homes 
quality. To you, as a realtor interested in 
high quality standards, all of them are 
important. Take just one—building 
materials: 


You realize, of course, that there are 
savings in volume purchase. Many savings 
are passed along. But these savings also 
permit us to use materials of only the highest 
quality. The opportunity to do this isn’t 
exclusive with us; the degree to which we 
do it wt 


This, and other factors briefly described 
on the left, add up to the realtor’s most 
profitable association for easy selling and 
increased profits. And that is doubly true 
if you build as well as sell homes! Modern 
Homes Corporation, 14507 West Warren 
Avenue, Dearborn, Michigan 


mioidierin 
Y tomes 


Vodern Hlomes 
Dearborn, Michigan e Port Jerm Ne Y ork 


f or poration 
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According to Mr 


Joseph P. Lenny, who built this small home in 


Runnemede, N. J. (he sold 25 the day he opened his model house)— “In 


my experience, most home buyers can’t resist an all-electric kitchen 


And the kitchen can’t be all-electric 


without an Electric Range. Al 


though my homes are moderately priced, I offer this plus item and it 


helps me stay ahead of the field.” 


Women love a modern kitchen because it’s the 
room where they spend so much of their time. 
And they want a range that saves them time. 
An Electric Range does that—and gives a 
modern tone to the entire house as well. 
Electric Ranges also offer clean cooking, as 
well as ease of operation—and a cool kitchen, 
too! 

Another important point that helps you make 
your home sale: An Electric Range in the 
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kitchen shows the customer that the house has 
a modern three-wire service, of ample capacity 
to take care of other appliances for modern 
living—now or in the future. 

Electric Ranges help sell any type of home, in 
any price range. Are you making the most of 
this selling feature? 


ELECTRIC RANGES 
Help Sell Houses! 


Rear Estate aNnp BuripinG JOURNAL 





“ *Modern’ is the theme of our 
development,” says Mr. Noble S 
Clay, builder of this house at 
Shaler Township in Pennsylvania 

‘and we find that most home 
buyers go for contemporary de 
sign. The Electric Range is a 
definite part of it. It’s really 
modern cooking equipment 
Everybody wants the electric 


convenience features.”’ 


“We know from our sales record 
over a period of 23 years,”’ says 
Mr. P. A. DiSomma, President of 
Castle Builders, Babylon, N. Y., 
“that Electric Ranges have been 
a definite asset in the sale of our 
homes. During the post-war pe 
riod we've built homes ranging in 
price from $10,000 to $85,000. All 
have been equipped with Electric 
Ranges.”’ 


Builders 
Tell Why It 
Should Be! 











Are You Traveling GEES §=— How number of Electric Ranges 
* 1946 4,027,000 : 

with the Trend ? ot) REC in use has more than 

The chart at right shows that the num 1948 tripled in 9 years 

ber of Electric Ranges in American 1949 6,706,000 

homes has more than trip/ed during the 1950 8,195,000 oi 

past 9 years. Follow the trend! For 1951 9,350,000 

quicker sales, install Electric Ranges in 1952 0? - 

the homes you tulld! 

1953 11,200,000 

1954 12,086,000 


“ph Let” Source ELECTRICAL MERCHANDISING Annual Statistical and Marketing Issues 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association, 155 East 44th Street, New York 17, WM. Y. 
ADMIRAL «+ BENDIX «+ CROSLEY «+ FRIGIDAIRE « GENERAL ELECTRIC « HOTPOINT 
KELVINATOR + MAGIC CHEF + MONARCH + NORGE «+ PHILCO + RCA ESTATE «+ STIGLITZ INFRA-AIRE + TAPPAN «+ WESTINGHOUSE 
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Rising Costs Ahead In Home Building 


If it weren’t enough to be warned of the possible 
shortage of mortgage money, the home building in 
dustry may face sharply rising building materials 
prices this year 

The Housing and Home Finance Agency has an 
nounced that building materials prices to all 
time highs each of the last four months of 1954, and 
will probably continue to rise 

On top of this is the warning that a national road 
building program could cut painfully into the avail 
able unskilled and semi-skilled labor supply 

All in all, chances are that overall construction 
costs will increase sufficiently this year to make a 
marked difference in the final cost to the home buyer 
from what he paid last year 


rose 


FHA Gets Property Management Advice 


FHA Commissioner Norman Mason announce 
that a ten-man advisory board of property manage 
ment experts has been appointed to ide work out 
some of FHA’s management problems 

“T am sure we can make 
property management procedures of the FHA that 
will make our program more effective and 


some changes in the 


more 


= 
THE JOURNAL REPORTS 


Mason said. ““The FHA does not want 
landlord, but when it is 
acquire properties under the insurance programs we 
must see that the best interest of the people of the 
country is served. That’s why I turned to a board of 
experts for advice.” 


economic al,” 


to become a necessary to 


Termination Dates for Korean Gi Bill Set 


President Eisenhower's proclamation putting a 
time limit on benefits under the Korean GI Bill puts 
the terminal date for veteran guaranty and insurance 
benefits at January 31, 1965. 

Other veteran benefits are terminated 10 
years hence by the proclamation, including veteran 
preference in various government supported hous 
ing activities 

World War II veterans run out of their eligibili 
ty for home loan insurance as of July 25, 1957 

The General Services Administration, responsible 
for buying and selling the federal government’s real 
estate holdings, announces a new policy of using in 
dependent fee appraisers 

A country-wide panel of appraisal experts will 
put fair market value on government held real prop 
erty. GSA also announced recently a policy of using 


also 





A place for everything — everything in place with 


For wiper size 66¢ / < 9? For tepet size 
J ) ies 
7) r “Pr ea aver 10 x 15 


QC. ENvetopes 10° a 


(in lots of 100) FOR REALTORS (in lots of 100) 
@ Progress of deal instantly visible 
e@ No hunting for mislaid papers 
e@ Nothing omitted — nothing neglected 


@ 125 check lines cover every item 
‘USED BY REALTORS IN 33 STATES AND CANADA’ 





Special Introductory Offer 


(Initial order only) 
EITHER 
25 “in $2 
Postpaid Anywhere 
Satisfaction or Money 


Back Guaranteed 
on any quantity 











Prices F.O.B. Royal Oak (except special introductory offer) 
We ship Railway Express collect unless otherwise requested 








LINCOLN PRESS, 407 E. 4th St., Reyel Oak, Mich. 

Ship us “Deal Saver, Jr."’ at 9 cents each 

Ship us "Deal Saver, Sr.'’ at 10 cents each 
(Lots of 100 only please) 

Ship us 25 

Send free sample of 

Check for $ 


Name 


.. size at $2.00 (introductory offer) 
—— size deal saver [) 


enclosed 


Aporess 


February, 


1955 
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TRADE MARK BEG 


PATENT PENDING 


THE SIGN REALTORS 
OVERWHELMINGLY PREFER 


1—Complete Unit — Double Faced 
Sign and Standard 


2—No Assembling Necessary — 
Ready to Use 





3-—Very Easy to Install — No Tools 
Needed 


4—The Highest Grade 
of Workmanship 


5—Built to Last 


6—Priced Exceptionally Low 


brochure 
details. 


Write 
giving 


today for your 
prices and full 


WS ignl 


1300 Laclede Station Road, $t. Lovis 19, Mo. 
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BUILD THE HOME THAT MILLIONS WILL WANT TO OWN! 


Tie in with 


” 
S 5 Million Dollar 


Golden Anniversary Promotion! 


wi hy 


The 
Western 
House 


Architect—Donn Emmons, A.|.A., 
San Francisco, Calif 


The 
Midwestern 
House 


Architect —Norman Nagle, A.l.A., 
Minneapolis, Minn 


The 
Southern 
House 


Architect —Bruce McCarty, A.l.A., 
Knoxville, Tenn 


The 
hee. Eostern 
House 


Architect — Stanley C. Reese, 
New York 
Designed by 4 national:y recognized architects in collaboration 
with the architectural staff of Living For Young Homemakers maga- 
zine! 


Act Now—you can reap the benefit of the biggest 
publicity event ever offered the building industry! 


These 4 homes will be the Top Awards in a nation-wide 
Hotpoint consumer contest during 1955—offering over 2 
million dollars’ worth of prizes to millions of home-minded 
Americans. Each home is a composite of all the features 
wanted most by 85% of today’s home buyers! You are in- 
vited to build one or more of these Hotpoint ‘‘Living-Con- 
ditioned’’ homes in your area. They will be the focal point 
of the most penetrating national and /Jocal advertising and 
publicity campaign ever developed in this country. No homes 


built this year will receive more attention! 


The people of your community will want to see and own 
the home that will be pre-sold by this wealth of publicity 
The traffic, the interest, and the collateral advantages of this 
gigantic promotion—to all your present and future opera- 
tions—offer an unusual opportunity to further your own 


reputation as a builder of modern, quality homes 


Act Now! For full details on how you can get in on this 
outstanding publicity-and-profit opportunity—write, wire, 
or call Hotpoint, Builder Dept., 5600 W. Taylor St., Chicago 
44, Ill., Phone MAnsfield 6-2000 





by HOTPOINT — 
@ In leading magazines with big color 


@ On television with top-rated “Ad. 
ventures of Ozzie & Harriet 
@ With Power-Packed newspaper ads 


throughout the country! way! 





FROM COAST TO COAST, THESE HOTPOINT “LIVING-CONDITIONED” 
HOMES WILL RECEIVE UNPRECEDENTED SUSTAINED PUBLICITY.... 
by LIVING FOR YOUNG 

HOMEMAKERS MAGAZINE — 


ads ® With elaborate color editorials to its 
more than 2 
enthusiast readers 


Plus full-scale tie-in support all the 


by ELECTRIC UTILITY COMPANIES and DEPARTMENT & HOME FURNISHINGS STORES EVERYWHERE — 
@ With powerful local tie-in advertising and merchandising support! 


by over 5000 HOTPOINT DEALERS 
AND DISTRIBUTORS — 


@ With ‘all-out’ /oca/ advertising, met 


million young, home. chandising and display! 








RANGES « 
FOOD FREEZERS 


REFRIGERATORS + 
+ AUTOMATIC WASHERS «+ 


DISHWASHERS + DISPOSALLS® - 


CLOTHES DRYERS + 


WATER HEATERS 
AIR CONDITIONERS 


WOTPOINT CO. (A Division of General Electric Compony) $600 West Toylor Street, Chicuge 44, illinois 
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. . ‘eal estate brokers he ‘chase. sale and leas 
BE FIRST in your community ‘330s, eon 


On the appraisal panel as many as 3,000 appraisers 


s are expected to qualify. Peter A. Strobel, Commis 
with sioner of Public Buildings for GSA, says that ap 


praisers will be selected on the basis of the location 


/ « Ss os A a. \ Wallace Moir, Mortgage Banker president, tells 
*. a Chicago Mortgage Bankers meeting that the grow 
ing size of the mortgage debt may have some gov 

ernment officials disturbed 
“I think I sense a growing concern on the part of 
the Federal Reserve for the rapidly mounting mort 
gage debt. While the highest officials connected with 
housing in Washington have disclaimed any thought 
of a renewal of direct controls in this field, the rate at 
which mortgage debt has mounted has become a 
source of anxiety for those charged with managing 

our fiscal affairs.” 


BE and type of property involved. 
i>. —" Mortgage Debt A Matter For Concern? 
Sf . 


Trend Toward Bigger Houses Is Strong 


The Labor Department's Bureau of Labor Statis 


in the breathtaking, new tarlyle home tics says that two-thirds of the houses built during 
| the first quarter of last year had three or more bed 
rooms 


The present house is about 5% larger than its 1951 


exclusive for 1955 : counterpart, according to the Bureau. In terms of 
4 


) 


| square feet, the 1954 house measures 1140 square 
iy feet on the average, while the 1951 house averaged 
1080 square feet 
NEVER BEFORE have you been able to sell such a 
advantages in a low-cost factory-built home: } Possible Reduction of Gi Interest Rates Ahead 
Zoned Living planning . . . for family freedom, 
privacy and sound control, 3 big bedrooms, 


play room, 2% baths, stone fireplace, exotic 


House Banking Committee members Patman (D., 
Tex) and Rains (D., Ala.) have introduced bills to 
reduce the interest rate on GI loans to 4% 

Both men criticized the Administration directive 
that boosted the rate to 444% in May of 1953 
NEVER BEFORE such opportunity for you to # It is impossible to tell at this stage how much pres 

: ; sure will be exerted to get the reduction through 
build profitably and sell successfully. With 3 Chances are the Democratic majority will put some 
BEST Factory-Built homes you can increase s real effort behind it 
your home production without adding to your ce | 


ae aa 


ce 


hardwood paneling and Moduflow heating. 





crew. Erection is faster, delays are prevented... About the Authors 


and you sell quality that excels ordinary 





: a4 OUIS J. GLICKMAN is a nationwide investor in incom 
construction at far less cost! 4 properties worth an estimated $100,000,000. He has pub 


AND there are many other beautiful S lished many booklets about his business methods, among them 
i fa: Sale and Lease Back of Real Property” and “Investing in In 
BEST Homes for you to build. “ come-Producing Property.” These booklets are distributed to 


information centers around the world by the U.S. State Depart 
“i ment to demonstrate American free enterprise methods 
: | “He wants everyone present on a deal to know what's going 
Get in on Cnralion : on,”’ says a business associate ‘He has 4 passion for facts He 
Our all-new advertising merchandising ome! worked out a fact sheet about a foot wide and three feet long 
4 When its filled in, he can tell at a glance if a deal is good 
and sales-promotion program designed or not.’ 
to help you make more money For Details, At 49, Glickman has two sons in college. He enjoys skim 
building BEST Homes in 1955. MAIL THIS | ming over Lake Mamaroneck, Long Island, in his 18-foot out 


board motorboat and friends say he has a weakness for elec 


COUPON | tronic office gadgets 


ee eee eee eee) §=TODAY | R. ABEL WOLMAN is Professor of Engineering at Johns 


Hopkins University and one of the foremost authorities on 


BEST HOMES, Effingham, Ilinois the problem of community facilities. He has lectured at Har 


Attention: Mr. W. G. Best, President vard, Princeton, the University of Chicago and other universi 
ties, and is a member of a number of learned and technical so 
Please send me details on the new BEST selling plan, cieties 
“Operation Opportunity”. In addition to traveling in dozens of countries, Dr. Wolman 
served for 17 years as chief engineer for the Maryland Depart 
Name ment of Health, and served as consulting engineer for the city 
of Baltimore, the U.S. Public Health Service, T.V.A.. the U.S 
Business Address Army, the Association of American Railroads, Bethlehem Stee! 
Co., and as advisor to the American Red Cross, His solutions to 
City 





the community facilities problems appear in this issue 
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Builders all over the country 
are learning how they can 
sell more homes by featuring...a 





Built-in ovens, ranges and refrigerators are 
gaining in popularity all over the country! 
More and more builders are increasing the 
sale of their homes by offering completely 
new and modern “built-in” kitchens! 


And here’s where BILT-WELL multiple-use 
wood cabinets come in! There’s a stock BILT- 
WELL cabinet to fit most of the new built-in 
ovens, stoves and refrigerators. And these 
cabinet units can easily be adapted to built-in 
television, radio, laundry appliances and other 
special equipment throughout the house. 








BILT- WELL 


“BUILT-IN’’ KITCHEN 


..- equipped with BILT-WELL Cabinet Units, designed 
for built-in ovens, refrigerators and cooking units. 


And even more important! BILT-WELI 
semi-assembled cabinets cost less than most 
factory assembled cabinets. This means that 
you can offer all the features of custom cabi- 
nets in your homes at lowest stock cabinet 
prices. And have the added merchandising 
features of the popular built-ins! 


Ask your lumber dealer or write for full 
information on how you can increase the 
““salability’’ of your homes with versatile 
BILT-WELL cabinets. 








Manufacturers of the BILT-WELL Line of Outstanding Woodwork 

BILT-WELL WINDOW UNITS—Awning, Double Hung, Cosement, 
Basement, Storm and Screen, Gable Sosh & Louvers BILT-WELL 
CABINET UNITS —Kitchen, Wardrobe, Multi-Purpose, Corner China, 
Mantels BILT-WELL DOORS — Interior, Exterior, Combination 


Garage, Screen, Flush, Entrances 
” DIiLT @ WELL 
w' tm > — 


wooo WORK 


There are BILT-WELL Cab 

inet Units especially designed 

for the most popular built-in . 
Ovens, and built-in cooking } 

tops. . 





CARR, ADAMS 4&4 COLLIER COMPANY 


ESTABLISHED 1866 OvUBUaQVUE OWA 
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Genuine PLYSCORD Sheathing 
Marked in Big, Bold Letters 
for Positive Identification 


It's easier than ever to be sure of uniform quality when 
you buy fir plywood sheathing. Big, king-size marking identifies 
genuine PLYSCORD, the only plywood sheathing quality-tested 


by DFPA* to protect the buyer and assure performance. 


DFPA: Douglas Fir Plywood Association is a 
alelaue O1AOhahemialel’t-pea me) a*s-lely4-balelammel-\\10) 0-16 mice oe) aelelt lon 
research, promotion, and quality maintenance, 


NEW: A handy slide rule giving thicknes: 





ind nailing recommendations for Plyscord sheathing 
m variou stud, 1oist and ratter pacing Free 
Write DFPA, Tacoma 2, Washinegtor 





| From Journal Readers 2 


® Builders Need Realtors In Competitive ‘55 


































GENUINE 
DOUGLAS FIR PLYWOOD 


PLYSCORD 


INTERIOR TYPE 








GRADE C-D 


SHEATHING ayaa 
é Ty, . 
\UWjA4 | 
You can be sure \ YG 7 ’ 
when you see this ~ Uy. o 
. i 
DFPA Trademark © ann? 


here is 











From Journal Readers 





© Builders Need Realtors In Competitive ‘55 


a most interesting article. Our Board is wondering if it 
would be possible to secure reprints to be used in the promo 
tional program by the builders and Realtors in Youngstow: 


A. E. Reinman, J: 
Youngstown Real Estate Board, Oh 








Reprints are available on special order. Write us for cost figure 


“Just a line to let you know that we like your magazine ve 
much, If I might make a suggestion, I would like to see a little 
more attention to floor plans for the individual. There are thou 
sands of standard floor plans available, but very few dealing 
with any special situations. View lots, for instance, or ways to 
install a bath and a half, or new kitchen-dinette arrangements 


New Providence Hospital, Washington, D. C. 


Architects: 


Faulkner, Kingsbury & Stenhouse, Washington Jim Magnuson 


Kennewick, Washington 
General Contractors: 


Charles H. Tompkins Co., Washington ° Sales Training Series 


Wi . i - Congratulations on your announcement of the forthcoming 
indow Erection Contractors: sales training series. Your last issue of the JournNaL was ex 


F. H. Sparks Co. of Md., Inc., Baltimore | cellent.” 
Don Springer 
Architectural Aluminum Fabricators: Jacksonville, Florida 
A. F. Jorss Iron Works, Arlington, Va. . . Ps ‘ 
® Minority Housing — Time for Action 


I have just seen your editorial on minority housing. I am now 
doing some building for Negroes in Las Vegas, and I would 
like to make a comment or two. I don’t think you stressed 
enough the problems of financing 

“There are supposed to be some voluntary committees that 
will help in finding sources for the FHA insured mortgage 


Reynolds Aluminum Service << nae ner and, so far as I know, they have not be« : 
able to do anything 
to the Building Industry “Also, I understand the President is authorized to allot some 


Reynolds makes available expert help in of the new FNMA money for minority homes, but so far he 


: ‘ 1j lecti has done nothing 
aluminum design problems and in selecting “I wonder if you have any suggestions regarding the finan 
from a wide range of standard Reynolds ing, because I am sure that a lot more building of minority 


Aluminum mill forms, in addition to these ae would come to pass if there were more financing avail 


performance-proved Reynolds Lifetime Alu- Aieneniien tiene 
minum Building Products: Beverly Hills, California 
The “voluntary committees” referred to by Mr. Bisno are the 


for Home and Farm: ene. subcommittees of the recently-established Voluntary 
fome Mortgage Credit Program. This issue carries an articl 
wnspouts 
Gutters & Downspo explaining how the program operates. For particular informa 
Reflective Insulation tion about your own area, write VHMCP in care of the Hou 
Residential Windows (Casement, Awning, : ing and Home Finance Agency, Washington, D.C. They will 


Traverse, Double-Hung, Basement and Utility) be able to direct you to the men responsible for the program in 
Corrugated and V-Crimp Roofing and Siding m your locality 


ing—Flashing—Nails 4 

vey copepercoedirenate . | | © Tacoma Builder Meets the “Built-In” Craze 
Industrial, Commercial: G) “We are very much interested in this article. Edward Mille: 

Center Pivoted and Commercial Windows ‘on certainly has some interesting homes and we would appreciat 

more information about them.” 

Reynowall, exterior insulated wall system = : . 7 ee 

ReynoCoustic, aluminum acoustical system a fe yg Pan 

Reynowall, interior partition system ee You may write directly to Mr. Kenneth R. MacDonald, 24 Whité 

Reynoside, aluminum siding in modern i Sivast. San Wrancieco 9 

architectural designs F 

Reynodeck, aluminum roof deck res © Anderson's Open Forum 


: “We appreciate the space you are giving to ‘Anderson's Open 
Write tes Reynolds Metals Company, etd for there is oe too little uiecaiien of what Real 
Building Products Division, 2016 tors can and cannot do relative to the matter of when and why 
South Ninth Street, Louisville 1, Ky. we are entitled to a commission. I admit that I have let thou 
sands drop in commissions earned rather than bring the matte 
to a course of law.” 


Among the Many Aluminum Applications in this Building: 
Reynolds Aluminum Intermediate Projected Windows 




















H. Floyd Cring 
Mt. Gilead, Ohiv 
Dear Sirs 
“Your magazine has done much to make the current year 
such an outstanding one in the real estate market, and I ap 
preciate everything you have done and congratulate you on 
your accomplishments.” 
Charles F. Noyes 
New York City 
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here is 
PLUS sales appeal... 


the extra handy 


Storage space you get 
with 


® PLUS... lower 
GLI DE “ALL construction costs 
y 006A. PLUS... simple, 


Patent No, 2111448 quick installation 

















@ These modern 8 foot floor-to-ceiling sliding door floors are no problem with Glide-All Doors unique 
panels open up new areas of easily used storage space adjustment features built into each panel assure per 
thereby adding more sales appeal to your houses. They fect fitting and quiet, trouble-free performance 

are the most economical answer to the No. 1 feature Glide-All Doors fit modern decorating plans, too 
today’s home buyers look for: room for storage. They can be papered, painted, or finished to match or 


You'll find Glide-All Sliding Doors have other plus lend with the walls. In wall-to-wall installations they 
values too. In floor-to-ceiling, wall-to-wall installation _™ake small rooms seem larger 
they eliminate costly framing and plastering construc Glide-All Doors are made of durable Masonite Duolux 
tion. Their installation takes minutes, not hours by _ panels, reinforced with steel tubing; they roll smoothly 
even unskilled labor. Out of square jambs, ceilings or on Nylon lifetime rollers in overhead steel tracks 


THERE ARE GLIDE-ALL SLIDING DOORS FOR ALL TYPES OF INSTALLATIONS 


Glide-All Sliding Doors are available in 8’ floor-to-ceiling Glide-All Doors are regularly supplied unfinished—ready 
panels, or 6'8" standard heights, overhead or bottom roller for painting. On special order, they are available with 
models, in modern flush or recessed panels. Glide-All Doors factory-applied prime coat, and in attractive simulated 
can also be adapted to your special installations wood-grain finishes 


Write Today For A.1.A. File, specifications and details on all Glide-All Sliding Doors. 


For Wardrobes + Closets - Cabinets - Counters... use Glide-All, Jr. Sliding Doors 


The new Glide-All, Jr. is a small panel door, of the same ————— 
material and construction as large Glide-All Doors. It is , 7 
complete, ready for simple, fast installation to quickly ————— 
convert otherwise wasted areas into handy small storage 
space. Available in standard heights from 16” to 36”—in 
widths 18%" to 36". A pair fits openings up to 72” vide. 
Write today for complete details. e 


Glide-All Doors are produced in 5 modern piants across the Nation... qvelichie trem Gatribeters 
throughout United Stotes and Canada. © For complete information write plant neorest you. 


GLIDE-ALL SLIDING DOORS ARE A PRODUCT OF 
WoopDaA.t [NDusTRIEs |NC. 















































New “Suntrol” Glass Blocks 2-1 


Pittsburgh Corning Corporation has announced a 

new series of glass blocks that reduce glare and solar 

heat gain. This cut section 

of a typical glass block 

shows the light controlling 

prisms on the inner sur 

faces and the fibrous glass 

screen which reduces oo 

transmission and excessive 

brightness. Known as 

“Suntrol,” these blocks are 

available in three differ 

ent 12-inch functional pat- 

terns including a special toplighting block for use in 

skylights. The dks designed exterior face of a Sun 

trol block has almost twice the impact resistance of 

standard blocks, claims the manufacturer 

— 

Two Washers In One -_ 

A new totally automa 

tic way to wash regular or 

fine fabrics, large loads or 

small, has been built into 

this 1955 Kelvinator de 

luxe automatic washer, 

manufactured by Kelvina 

tor Division, American 

Motors Corporation, De 

troit. The washer has two 

separate washing cycles, 

one timed to wash regular 

loads, and the other de 

signed for fine fabrics, 

which automatically pro 

vides a shorter fill, shorter 

washing time and gentler 

rinsing and spin-action. Backguard of the washer in 

corporates two new lighting features, a full-width 

fluorescent light for work-surface illumination, and 

‘“Tel-a-Fabric” signal lights that show the washing 
cycle selected 


Handy Inquiry Form 
NATIONAL Reat Estvart 
127 Sixth Avenue S.F 
Cedar Rapids, lowa 


AND BUILDING JOURNAI 


to know more about the items checked below 
Please see that complete information is sent to me with 


out cost or obligation 


I want 


2-1 2-2 
2-5 2-6 
Name 


Building or Firm 


Street 


me ee ee ee ee ee ee ee ae ae ee ee ee ee ee ee 
listeee eure at eran cnananepemecinaercemumensamement 
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Personal And Profitable nes 

This Desk-Topper draft 

ing and layout machine, 

manufactured by Univer 

al Drafting Machine Cor 

poration, Cleveland, has a 

drawing capacity of 22 by 

34 inches, a 9 and a 15 

inch engine-divided alumi 

num alloy scale, a folding 

board, when opened, that 

accommodates drawing 

up to 17 by 22 inches, a 

box for instruments, a tracing paper dispenser, and 

a custom styled travel case. Other features include a 

$60 degree protractor 4 inches in diameter, automatic 

15 degree indexing, full base line selector, elbow 

height adjustment, enclosed band and pulley arms, 

built-in brake for 10 degree board slope and precise 
accuracy. 


Window Trim - 


Interior trim, manufac 
tured from aluminum ex 
trusions that have an etch 
ed and lacquered finish, is 
now offered for the PER 
FIT Slider and BEST 
VENT Aluminum Win 
dows by the PER-FIT 
Products Corporation, In 
dianapolis When installed 
the trim has exceptionally 
tight and flush mitred co 
ners, and the trim edges 
lap the interior wall sur 
faces by about one inch 

Interior wall surfaces may be finished before instal 
lation. This new Interior Trim is available for eithe 
single, double or multiple combinations of either the 
PER-FIT Slider or BEST-VENT double hung win 


dows 


Booklet Offers 25 Top Points Of Selling 2-5 


Top selling cues are now available for today 
salesman in a “quick, handy, easy to take” form. A 


four-page booklet, listing 25 “ideas to help make 
more sales,” has been developed by Kelly-Read Com 
pany, Rochester, New York, personne! development 
specialists, as a public service for salesmen. Copie 
of the booklet are offered at no cost to companies for 
distribution to their salesmen, “to encourage quality 
selling among sales personnel.’ 


Mortar Mixer a6 


The Andwall Manufac 

turing Company of Ixonia 

Wisconsin are the manu 

facturers of this Andwall 

Mix-ter, a 4-cubic foot 

plaster and mortar mixer 

for masons, plasterers, and 

contractors. It is built with 

30 inch clear 

ance to permit both indoo: 

and outdoor one man operation and features waist 

high charging and unloading height, bag splitter: 

and protective grid for safe operation. The Andwall 

Mix-ter is simple to operate, light, compact, easily 

moved from job to job and is available with either 
gasoline engine or electric motor drive 


doorway 
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Jul. Ragsdale 


bedroom Amer 
puiider promot 


contractor & Builder 


lee, Georgia 
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General 


3706 B Sky jar 
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September 24th, 1954 
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“We have enjoyed sponsoring PERFECT HOME 
for seven years,” 


say Carl A. Dunlap and William H. Bulkley, partners in real estate 
and insurance in Clinton, Connecticut. 


PHOTO CREDIT CORRIDON FR BROWNE 


Dunlap and Bulkley, Inc. has been established in 
the village of Clinton, Connecticut for the past ten 
years. The office is located in the center of the 
town, and handles all types of real estate and in- 
surance with a staff of six. Mr. Carl A. Dunlap 
(left) is president of the corporation and 
Mr. William H. Bulkley (right) is vice-presi- 
dent and treasurer, Both men are 36 years of age, 
veterans of World War Il, and are members of 
the Chamber of Commerce and other civic groups. 
They have handled on a brokerage basis various 
shore developments and country estates. 


PERFECT 
HOWE 


MAGALING 


February, 1955 


A/E have enjoyed the facilities of the Stamats Publishing 
Company for the last seven years and have found their 
Perrect Home service to be an excellent medium as a good- 
will builder and background sales tool,” say Carl A. Dunlap and 
William H. Bulkley, real estate partners in the firm of Dunlap 
& Bulkley, Inc., Clinton, Connecticut. 


“It is difficult to find words that have not been expressed 
before by other Perrect Home sponsors, but we can, in all sin- 
cerity, say that Perrect Home Magazine is accepted and looked 
forward to by all the people on our mailing list.” 


Leading real estate, home building, and home financing or 
ganizations throughout America share the enthusiasm these 
gentlemen have expressed for the Perrect HOME program. 
These leaders realize that purchasing a home is usually a family’s 
largest single expenditure in its lifetime, and most families seek 
to deal with a firm which merits their confidence and enjoys an 
unimpeachable reputation. 


To help build that confidence and reputation, Perrect Home 
performs a service for the key people in a community whose 
opinions are respected. It is like a personal call, going into the 
homes of these people as the sponsor's own publication. Thus, 
Perrect Home cultivates third party influence and becomes a 
community force for home ownership. 


Skillfully written and beautifully illustrated, Perrect Homt 
Magazine gains maximum reader interest among these people. 
Sparkling photographs and editorial copy show the latest in 
home design, construction, decoration, and equipment. Every 
issue connotes quality, high ethics, fair dealing, and promotes 
the “home idea” for the group holding the exclusive franchise in 
a community. 


By spreading editorial, art and other preparation costs among 
its users throughout the nation, and by sharing the local os 
duction and mailing expense with selected, reliable local building 
factors who benefit from it, costs to everyone are nominal. 

A limited number of exclusive, annual, renewable franchises 
are available to established organizations with unusually high 


qualifications. 


If you are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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New fully Automatic Washer and Electric Dryer retails for about 


than any 
previous Frigidaire 
Laundry Pair 
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it you today, 


For custom homes the Frigidaire Porcelain a 
Pair Washer and Dryer — the finest money can wuts: 
buy! With these extra features: all-over Lifetime ——e 
Porcelain rust protection on washer and dryer L———j FRIGIDAIRE APPLIANCES 
Built and backed by General Motors 


And Frigidaire’s exclusive Filtrator that end 
plumbing and venting needs for dryer 
19 
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You can sell and build NATIONALS 


} 
, 


ALL THE YEAR ‘ROUND! 


Q 


\ 
+ 
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No “Closed Season” on profits 
for NATIONAL Homes Builder-Dealers 





Winter, spring, summer, fall—any time of the year is 
Sells 140 Nationals... One November Week-end selling time for you as a National Homes builder-dealet 
8 Lavne Conraacrons ~ Even snow can’t stop the demand for beautiful, spacio 
Spring field, Oo National homes. Rapid construction winter or summet 
We announced cur Edcewood means profits on a 12 months’ basis for National Builder 
subdivision at Vandalia, Ohio, on Dealers! 

Saturday, Nov. 6, 1954, featuring 


“gw wre dl Sey tdi Watch National Homes’ tremendous Open House pro 


sively. Response was so terrific gram breaking February 26th backed with full-color ads 
that it took five state troopers to handle the in Life, Saturday Evening Post, and other leading maga- 
Sunday turnout. By the following Wednesday 
we had 140 firm sales— $1,288,000 gross volumes 


We closed another 51 the next week. National 


zines. Then figure out for yourself what it would mean to 
you to share in this volume-making sales drive! 
Homes’ “pre-selling” plus aggressive local pro Year in and year out, you'll do better with a National 


motion enables us to do business regardless of 


Homes franchise. Write today for details 


the season! a a, 
he eet athena NATIONAL Homes CORPORATION °¢ 





Lafayette, Indiana 








ONE OUT OF EVERY 48 HOMES BEING BUILT 
IN AMERICA TODAY IS PRODUCED BY... 
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S PRODUCERS and merchandisers of the nation’s homes, the en 
‘\% tire real estate and building industry must face squarely and 
immediately a perplexing problem it has helped to create. In our 
eagerness to ete! constantly better housing for a shifting, increas 
ing population we may be harnessed by lack of community facilities 

The term “community facilities” encompasses many of the prin 
cipal ingredients of good housing water supply, sewage dis 
posal, utilities, and adequate schools, shopping and recreation fa 
cilities. Yet only one of these shopping facilities is keeping 
pace with our home building rate. The others are likely to put 
a limit on housing production unless something is done and done fast 

Here is the problem: If we continue to build at the present rate 
we must move farther out from the central city to find available 
land. The farther we move out the farther we must bring sewer and 
water and utility lines. The fringe areas into which we move are in 
many cases unincorporated with no facilities of their own and no 
method of financing them. Consequently, we put more of a load on 
the central city, already straining to carry its present burden 

The problem is much like that of an army that stretches and 
stretches its supply line. It is a problem in logistics. At some point 
there is a danger of that supply line being overextended 

To show the immensity of the problem, Dr. Ray L. Hamon of 
the federal Office of Education said at the NAHB convention that we 
need $10.6 billion for schools now in terms of 1951 prices 

When a subdivider develops a project of homes in a fringe area, 
who is to provide the schools? Should the subdivider provide the land? 
And what else? In Park Ridge. Illinois, $300 was tacked onto the 
price of every new house. The builder signed an agreement to pro 
vide school facilities within three years or refund the money 

School facilities, however, are only one part of the problem How 
much of the load must the developer carry to extend sewer, water 
and utility lines to his subdivision? And how about streets and roads? 
And if he doesn’t. who does? The city? But the area developed may 
not be within the jurisdiction of the city 

Unfortunately, there is no universal formula to solve the prob 
lem no magical political wand that will provide the answer. Es 
sentially, each must work out its own plan appropriate to its own 
situation. The subdivider’s responsibility is to provide in his pro 
ject those facilities which are necessary to it. So society, through one 
central, local agency, must provide public facilities 

BUT—there are no central, local agencies to work on the problem 
Utilities, sanitary facilities, recreation areas, schools are controlled 
by many separate groups or by no group at all. Then comes the ques 
tion of financing these facilities —- certainly a major stumbling block 

What can we do? The real estate building industry can make a 
significant contribution by dramatically publicizing the need to plan 
for future community growth. We can help set up a national organi 
zation to get the ball rolling find out generally what community 
facilities are needed, why, how they can be financed, who is responsi 
ble for them, and where to start. A definite formula cannot be work 
ed out, but this organization could contribute valuable suggestions 
Then comes the establishment of central, local agencies which can 
draw upon these suggestions, fitting them into their own special situa 
tions. These agencies should have the power not only to plan but to 
annex fringe areas and finance facilitie: 

This is truly a challenge an immense one for the housing 
industry. But only by accepting the challenge can we continue to 
build the number of good houses that rapidly growing America needs 


Ax lif 
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Bring *Eml] 


E in the real estate business 

haven't come to be recogniz 

ed as professionals. Buyers simply 

Do you tell pooepece “Drive by do not have the same confidence 
f 


. p99 when they come to us to talk 
and see it yourself! 


about the purchase of a home as 
when they ask a doctor about their 
health or a lawyer about their 
legal affairs. 

Simplest proof of this is the 

Do you give location in your ads? wrospective buyer himself when 
; ° says, “We want to rent a house 
first for a year in order to look the 
community over and find out just 

where we want to live.” 

Why doesn’t the prospect trust 
us to tell him where the best 
schools are located, where trans 
yortation is good, where values 
ot the best likelihood of being 
maintained, where a family just 
like his is most likely to be happy? 

Is it any wonder that buyers 
want to look for themselves? 

This practice on the buyer's 
art has been encouraged particu 

Have you become over-con- wed since the war by large tract 
scious of price? Be ee aaa pe developments where people are 
oon enemas -_ invited to come and see for them 

selves. Usually financing is the 

main sales argument or no sell 

aia , : t ing is required. Either he can buy 

Phere is a growing tendency for prospective buyers to look or he moves on to another where 


for homes on their own, says our author, And there are six 
reasons why, illustrated on this page. 


By FLOYD LOWE 


President 


California Real Estate Association 


Do your “for sale” signs reflect 
the quality of your service? 


Do you give prospects a list 
of homes to inspect alone? 


} 


Do you “show him a dog first” then 
take him to a good house? 





he can. All of us know this type 
of selling is temporary at its best. 

It won't be long until the unde 
veloped land within a given area 
will have been built upon and the 
resales begin 

Few of us are even allowed to 
ell in the original tract develop 
ment. To offset this we have tried 
to “fight fire with fire’ and hold 
open for inspection” houses in 
strategic locations in an effort to 
obtain the names of these wander 
ing prospects 

We're Driving Them Away 

Many sellers have been told 
when listing their property that 
open for inspection” method 
would be used to sell their homes 
Whether we do it consciously or 
subconsciously, we are trying to 
corral the prospects whom we 
have in a sense driven into the 
field to look for themselves 


How Have We Done This? 


1) How many times do we give 
prospects a list of homes and in 
vite them to take a look from the 
outside? Sure enough he asks us 
to do it, and we don’t want to hurt 
his feelings. Who is doing the sell 
ing? When we sit quietly and 
allow him to sell us on the idea 
that he will know just what he 
wants, by driving past the prop 
erty. our buyer is in full command 
of the situation. We've fumbled 
the ball and he’s scooped it up and 
has control of the game. We have 
introduced him to the neighbor 
hood and thrown him on his own 
Small wonder the sellers begin to 
feel their own ability to sell thei 
own properties when the prospects 
are calling on them directly 

Many of these same sellers have 
sold as many as eight or nine 
homes since 1940. During the war 
they were transferred from city 
to city, and after the war while 
trying to find a permanent job in 
an area they liked they again mov 
ed from one community to an 
other several times. Some of them 
have a great amount of experience 
in dealing with buyers and in fact 
have learned a great deal about 
escrow. Indeed, many have become 
quite proficient in our busines 
Small wonder a large number of 
them are convinced they know 
more about it than we do 
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Back to the Office 


The same thing can be said 
about yiving the address of the 
property in the classified ad or to 
the customer who calls on the tele 
phone 

2 Many of u are convinced 
“for sale” signs bring us many 
prospects. I'd like to suggest you 
make a careful survey of your last 
100 sales and determine exactly 
what brought this customer to 
your office. We have kept a com 
plete and steady record of the 
ource of all our purchasers for the 
past six years. Now, mind you, | 
did not say all ow prospec ts. | did 
sav all our purchasers 

We believe without exception 
you will find a minute percentage 
who came to you because of a “for 
sale” sign. It is easy to remember 
the one person now and then who 
blandly states, “I saw your sign 
on your property 

What you dont know, and 
therefore cannot remember, is the 
number of people told by the real 
estate signs in the street that those 
homes were available and thu 
made it easy for them to look on 
their own. It simply wasn’t neces 
sary for them to come to your of 
fice 

Everyone likes to make a sale 
on his own. It’s a source of pride 
and usually there’s a feeling 
money can be saved by doing it 
Can you possibly compare the 
number of sales lost by use of signs 
with those actually made? 

With signs ranging from crude 
homemade to professional types, 
can the prospect possibly refrain 
from dividing us into as many 
’ Every sign paints 
ome kind of picture 

Or have you ever tried to show 


classifications 


a home in a street knowing it to 
be just what our customer wanted 
and be forced to drive by similar 
homes with a “for sale” sign in 
front of them 

How about this one? What 
is the price of that one?” “T think 
I'd like to see this one Do you 


) 


have that one too 

How will you ever reduce your 
number of showings per sale to an 
effective and economical muni 
mum under such circumstances? 
The truth is, of course, that you 
are just lucky if the customer ever 
got to your olfice because these 
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signs beckon to him as he takes the 
family for a ride on Sunday 

We have long been accustomed 
to the use of signs as one of ow 
better advertising features. There 
is no sin in making a change if 
conditions demand it. There is an 
old saying “Trees that don’t bend 
with the wind will break 

A great many communities no 
longer have for sale ivtis ofl 
first residential properties. We 
have not used them since 1946 in 
Palo Alto, California Adjacent 
areas have now eliminated them 
We believe we can boast of as high 
percentage of sales through brok 
ers as any place in the nation. We 
attribute a great deal of this to 
the abolishing of “for sale” sign 

}) While attending the national 
convention of NAREB in Cleve 
land | earnestly went to as many 
of the panel meetings and broker 
studies regarding our various at 
tivities as | po sibly could. I came 
away convinced on a number of 
occasions that our industry mem 
bers are more anxious to take a 
listing at a price that does not re 
quire any selling than anything 
else. There seems to be a general 
feeling of criticism toward seller 
that they all want too much 

Have you ever set a rice on a 
property that you owned, How did 
you feel about it when told that 
your price was too high? 


What You Can Do About It 

Here are some of the recom 
mendation brought up at the con 
vention 

Ask a seller to help write the ad 
Tell him you will not take his list 
ing if you think his price is out 
of line. If your fellow broker told 
him he could get more for the 
property grab a bag of sour 
grapes” and tell him to give hi 
listing to the other fellow and that 
you will wait for someone else to 
pend his money advertising it 
until such time as he wants to be 
come realistic about hi price 

What difference does the price 
make if the seller 
ine? Is the property really going 
to sell? If there is a real reason it 
will be sold and the buyers will 


determine the price. The mart 


motive is genu 


alesman will help seller and 
buyer to arrive at that price 
+) Do you drive your customer 
vay by howing him a dog 
lirst/ | heard a yreat many ap 
parently uccessful people say 
After I talk with them I like to 
take them out and show them a 
| dog Then | quickly take 
Please turn to page 44 





He Builds 
A Convertible 
School 


Houses which double as schools are solving a criti- 
cal problem for this California project. And the 


plan is building goodwill for the developer, too. 


ERE’S a new idea for a low-cost solution to the 

} problem of over-crowded schools each time a 
merchant builder launches a new tract home devel 
opment, Developed by Andreas F. Oddstad, president 
ot Sterling Building Company, the solution is in 
effect at his 3,500 home “planned” community in 
Linda Mar, a tiny Pacific Ocean village just south 
of San Francisco 

Linda Mar will eventually have schools, parks and 
a large regional shopping center Moaswhile Odd 
stad is erecting a cluster of 11 houses on lots adja 
cent to the area designated for a school grounds. 
These houses will be connected by a pomerante sbiew 
nade and will be turned over to the school district on 
a lease arrangement for as long as they are needed 
As a result, a new school will be ready for sessions 
this Fall 

Linda Mar homes are in the $10,000 price range 
with four variations on a basic plan. They have three 
large bedrooms, and a two-car garage with additional 
room for storage or work space. Each living room 
has a Swedish-type raised hearth fireplace and all 
brick chimney. All homes have a Youngstown kitch 
en. Foundation walls, including driveways, walks 
and patios use a “panel form” and all window 
frames, doors, door frames, wardrobe closets and por 
tions of the roof gables are fully saciedinetieed in 
Sterling's plant in Redwood City. Framing is con 
ventional, using Douglas fir. Redwood is used wher 
ever possible on exterior tim. All redwood interior 
parts are deep dipped in Celtox, a termite, rot and 
moisture resistant chemical. 

The 11 school houses will 


be built exactly the 
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Linda Mar homes to be used for school rooms will be exactly 
the same as other homes in the development. Interior partitions 
will be left out while the home is used as a school, then installed 
when it is re-converted to a home. Covered walks will connect 
the homes. Eleven homes will be used, with the center one being 
devoted to administrative use. 


same as all other homes in the development, except 
that they will be constructed without interior walls 
Thus, each will be a “king size” 40- by 26-foot 
school classroom instead of a three-bedroom home 

Architect Victor Abramson designed the project 
so the cluster of class-rooms can be re-converted into 
three-bedroom homes by simply removing the con 
necting breezeways and finishing the interiors. 

Henry Verdelin, president of the San Francisco 
Bank, loaned $155,000 to finance the idea without 
the usual requirement of a long term lease. The bank 
accepted Oddstad’s assurance that when the school is 
finished with the buildings, his firm will take them 
back and make saleable homes of them 

The school board thus gets a complete school plant 
without a bond issue, without a cent of capital in 
vestment and without long term leases. The board 
will also save some $60,000, the cost of buses to haul 
Linda Mar children to other already over-crowded 
schools. Trustees of the school district will pay only 
$855 a month to cover interest on the loan and oper 
ating expenses. Eventually, a $300,000 conventional 
school structure will be built 
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You Can Select Salesmen 


Ss P Like VO, 


Too often men who apply for real estate sales positions are not 


qualified. A Minneapolis firm attacked the problem scientifically to 


find that standard psychological tests, when given properly, can 


URING the past two years our 
company has made extensive, 
studies, searching for ways to se 
lect salesmen scientifically 

In March, 1952, seven Cusack 
and Carlson salesmen took a ser 
ies of psychological tests. The ex 
periment was simply to find out 
if such tests could be used to dis 
tinguish between successful and 
unsuccessful salesmen 

We engaged an industrial psy 
chologist, Dr. W. C. Coffey, Jr., 
to conduct the tests. Dr. Coffey did 
not meet the men being tested. He 
identified each of them only by 
their signature and a code number 

Four tests were given, three of 
which are standard for studies of 
this kind: Wonderlic Personnel 
Test, Kuder Preference Record, 
Strong Vocational Interest Test 
(Men). and Minnesota Multiphas 
ic Personality Inventory 

We compiled a list of the men 
according to their actual sales pro 
duction. And Dr. Coffey compiled 
a list of their predic ted sales pro 
duction based on these tests. 

When we compared the lists, 
the results were startling. With 
the exception of one man u ho was 
two places out of order, the lists 
were identical. Recognizing that 
the sample of seven salesmen was 
small and that chance factors 
could affect the results, we con 


tinued to test the psychometric 
method during 1952 and 1953 
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predict if your sales applicants will succeed. 


By WILLIAM CUSACK 
Realtor 
Minneapolis 
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This is what we found 
On mental ability, Cé& 
men ranked slightly 
population as a whole 
The Strong Vocational Interest 
Tests showed that sales were the 
underlying interest. The so-called 
Scale” of the Kuder 


sales 


above the 


Persuasive 


Preference Record showed | that 
C&C men ranked exceptionally 
high 

Secondary interests of the men 
varied widely. with the average 


on the clerical scale higher than 
90 out of 100 men. Oddly enough, 
on the basis of the “musical inter 
est scale” of 
men ranked higher than 73 out 
of 100. The group also showed in 
terest in such things as decorating 
and literature 

We found that C&C men are 
well-adjusted, relatively uninhibit 
ed, physically and mentally active 
For example, the psychologist com 
mented this way about one sales 
man 

“Personality measurement indi 
cates the promoter type, and 
would indicate great capacity for 
enthusiasm and activity. He prob 
ably has more than one iron in 
the fire most of the time and it is 
more likely he has well developed 
social skills.’ 

Early in 1954 Cusack and Car! 
son changed its methods of con 
ducting business on the sales floor 
The changes made it possible for 





February, 1955 





the Kuder test, the 


















a newcomer to 


fully 


compete LUCCEeSS 


with our salesmen who were 


accustomed to the old system 
In July we made a study to see 
if there were measurable differ 


ences between the men who work 
ed successfully under the new sy 
tem and the group that had been 
tested earlier 

We found several 
lor one thing, the 
more 
their 


difference 
new group ] 
intelligent. And although 
primary interests are about 
the same, the second group show 
ed an interest in computational 
work that the first group lacked 
The second 


group showed a 
marked interest in literature. an 
area pretty well ignored by the 


first group 
Personality revealed that 
the two groups were basically simi 
lar, but the group wa 
found to be more active, enthusi 
ast 


tests 
second 


and creative 

Without trying to build a case 
for this kind of analysis, the fact 
remains that successful men share 
certain characteristics that unsuc 
cessful men lack. We also found 
that you can measure the differ 
ences between successful and un 
successful men 

Important, too, is the fact that 
men who can adapt themselves 
readily to a new situation are 
measurably different from men 
who work most successfully under 
traditional methods 
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NAHB Convention Report 


By RoGer C. Lakey, Managing Editor 


Incoming NAHB president Earl Smith pins 
past-president’s badge on R. G. Hughes, As 
sociation chief in 1954. Smith promises a 


down-to-earth approach to builders’ prob 
lems in 1955 


y A.H..B EXPOSITION 


Exposition opening at the Hotels Hilton and 
Sherman drew tremendous crowds, Exhibi 
tors were enthusiastic about the interest shown 
in their displays and products. Exhibit booths 
covered three floors of the Conrad Hilton and 
two floors at the Sherman, 


Dr. George W. Snowden, Minority Group 
Housing Advisor for FHA, addresses del 
gates during minority housing session. Mi 
nority housing was described by 1954 presi 
dent Dick Hughes as a “major problem” fac 
ing the association this year. 









HEN 23,000 people descended on Chicago for 

the NAHB convention last month, there was no 
question that the exposition was bigger than ever 
But its very size made some builder-delegates won 
der if it really was better than ever. 

Sessions were well planned and covered every 
phase of housing. But because meetings were spread 
among three hotels and the rooms were overflowing, 
there was little opportunity for delegates to ask 
questions from the floor. Some delegates commented 
that convention sessions were aimed primarily at 
the big builder and that there were few practical 
ideas for the small operator 

Although builders wearied of fighting the crowds 
for four days, they left the convention with optimism 
They had just racked up another near-record year 
of 1.215,600 starts and they left convinced they 
could reach or surpass that figure in 1955. They knew. 
too, that building many more than that number 
might exhaust the supply of mortgage money. 

A parade of speakers from all segments of the 
industry and government were responsible for the 
atmosphere of optimism. Rep. Jesse P. Wolcott (R 
Mich.) told delegates the climate had been created 
for production of 1.4 million homes this year 
equal to the 1950 record. 

“One of the things that concerns us most is whether 
we have done such a good job in the Housing Act of 
1954 as to precipitate a housing boom,” Wolcott 
said. 

Senator John J. Sparkman (D-Ala.) praised build 
ers for improving America’s. housing and pointed 
out that 55% of the nation’s families now live in 
their own homes. He said there was still an insati 
able market for housing and predicted a need for 
two million or more units per year between 1960 
and 1965. He discounted recent criticism about credit 
terms being too liberal, he told builders that the in 
dustry has still not provided sufficient housing for 
families in the $3,000-5,000 per year income class. 

Unlike previous years, this convention saw jo 
heated debates on legislative problems. Albert M 
Cole, Housing and Home Finance Agency admini 
strator, said, “It is a refreshing change to find your 
programs singularly lacking in proposals for ma 
jor legislation that you think we need.” Cole be 
lieves that the 1954 Housing Act provides the tools 
and now private industry must take over and put 
them to work 

Little. was said in convention sessions about the re 
cent housing investigation in Washington. NAHB 
Executive Director John Dickerman said official 
public statements “unfortunately tended to discredit 
the entire home building industry, but that only a 
fraction of 1% of the total industry was in any way 
involved.”” Dickerman believes that time will place 
the matter in its proper perspective. 

Merchandising received much emphasis. Realtor 
builder Franklin L. Burns directed an unusual after 
noon session. Professional actors dramatized points of 
salesmanship. Sam Russell. energetic sales manager 
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ore Community- Conscious 


At a four-day jam-packed meeting, builders learn- 
ed they could expect high housing production in- 
definitely. But they were warned that too high a 
volume this year could exhaust the supply of mort- 
gage money. They also learned that lack of minor- 
ity housing and community facilities are the two 


most serious problems facing the industry. 


of D. C. Burns Realty and Trust Company in Den 
ver, told builders how to “open the door and close 
the sale.” W. R. Northlich, Cincinnati advertising 
executive. told delegates that successful advertising 
and merchandising 1s a job for an expert. He stressed 
that builders should plan an adequate budget for 
successfully promoting their projects. A_ host. of 
speakers, including Frank Cortright, NAHB's re 
tired executive vice president, Harvey Meyerhoff! 
Bruce Blietz, William Hendy, and Nat Siegel gave 
delegates concrete ideas on merchandising and pro 
motion, Gene Flack wound up the session with a 
punchy, dynamic talk on selling. 

At a session on market analysis, Thomas Coogan, 
former NAHB president, said, “Builders have been 
selling financing, not housing. With mortgage ar 
rangements playing a lesser role we're going to have 
to start selling houses.” 

Outgoing President Dick Hughes said minority 
housing and community facilities for the fast grow 
ing suburban areas are the two biggest problems fac 
ing the industry. “I believe minority groups de 
serve houses as good as those for other buyers. There 
should be no difference in housing standards and 
financing.” 

As Cole put it, “Blight has not followed the Negro 

the Negro has been fore ed to follow blight 

Hughes proposes a four-point solution to minority 
housing 

1) Lenders should set aside 10% of their invest 
ment funds for minority housing loans 

2) Builders should pledge at least 10% of thei 
production for minority housing 

3) Builders, civic groups, officials and citizen 
should make a joint drive to provide good building 
sites to meet the local demand for minority housing 

+) Minority groups should encourage more home 
builders within their own ranks 

What about public housing? Congressman Wolcott 
said the President is asking Congress to put 35,000 
units per year into the pipeline during the next three 
years. In explaining the President's stand on publi 
housing. Wolcott said the 1954 Housing Act pro 
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vided for these vear for a definite 
purpose isplaced by urban re 
newal and slum clearance. He sums up the Presi 
dent's attitude this way: “We will build public hous 
ing on a year-to-year basis and if private enterprise 
does its job, perhaps before the four years are up we 
won't need public te 6 

Dr. Abel Wolman, international consultant, stress 
ed to delegates the serious lack of community facili 
ties (reported on page 32 of this issue ) 

Receiving a generous share of delegate’s attention 
were the colorful displays of 350 manufacturers. 

Alert to competitive conditions, builders were keen 
to find new products and equipment which will add 
sales sparkle to their homes. There was a surprising 
increase over the previous year in the number of 
built-in countertop range units and eye-level ovens, 
shown in copper finishes and stainless steel. One 
manufacturer ~ range units which fold down from 
the wall. 

Outside the Hilton Hotel, three prefabricated home 
manufacturers had erected complete model homes 
At a session on prefabrication, General John J. O’ 
rien, president of the Prefabricated Home Manu 
facturer’s Institute, urged builders to get into pre 
fabrication early. He said 75,000 units were pro 
duced in 1954, an increase of 33% over 1953. He 
predicts 1955 production should easily reach 100, 
000 units. “In ten years, practically all homes in the 
price category under $12,000 will be prefabricated.” 

Throughout the entire convention, | st heard 
a host of prominent speakers from outside the indus 
try. These included Edward McFaul, who held three 
“eye opener” sessions of inspirational and humorous 
talks; Dr. Norman Vincent Peale, who gave positive 
tips on how to live without jitters; General Carlos P. 
Romulo, Philippine soldier-statesman, who warned 
that the free world is losing its fight against com 
munism in Asia. 

The American Legion's national commander, Real 
tor builder. Seaborn P. Collins, attributed the great 
home building boom to GI home loans. He anticipates 


35.000 units om 
to house people « 


a program that needs 


your support 


HAT is ACTION? It means action in delving 
into the job of slum clearance and urban renew 
al, It stands for American Council to Lmprove Our 
Neighborhoods. It had a prominent part at the NA 
1B convention and is receiving industry support 
Here is why every Realtor and builder in the nation 
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a high level of GI loan activity for a long time to 
come. “Approximately 12 million eligible World 
War II veterans have not used their loan privileges 
and nearly two million more have partial entitle 
ment remaining.” 

Toward the end of the convention, NAHB direc 
tors elected Earl Smith, E] Cerrito, California its new 
president. At a press conference, Smith told JournaL 
editors he plans a down-to-earth approach to his job 
next year. He will put much emphasis on better de 
ign and construction 

On the closing day NAHB announced an 18-point 
policy to support: 1) High volume of investment in 
residental mortgage credit. 2) Residental mortgage 
credit made available to all qualified American 
families. 3) Voluntary Home Mortgage Credit Pro 
gram. 4) Maintenance of the Central Mortgage Re 
serve facility operating on private financing but im 
partially supervised by Government. 5) Maintenance 
of FHA and VA as business-like institutions. 6) Wid 
er use by FHA of its temporary fee appraiser system 
7) More realistic rates to assist in getting the services 
of qualified per diem appraisers. 8) Establishment of 
a trainee program to attract competent young men 
into appraisal and cost estimation. 9) Legislation to 
permit FHA to use an appropriate part of its income 
flexibly in accordance with its needs. 

10) Continued high volume of home production 
11) Builders efforts to keep their prices from rising 
and those of material suppliers and labor. 12) Defeat 
of proposals to deprive construction workers of pro 
tection under the Taft-Hartley Act. 13) Efforts to 
increase apprenticeship training programs in home 
building. 14) Active minority housing programs 
15) American Council to Improve Our Neighbor 
hoods as a new force to bring home to the people the 
importance of urban renewal and redevelopment. 
16) Sound planning, zoning and subdivision regu 
lations to solve the community facilities problem 
17) Curtailment of any further federal public hous 
ing program. 18) Expansion of NAHB’s research 
institute at the new National Housing Center 


should be interested in this commendable program 

ACTION is the “brain child” of about 250 people 
from all over the country who believe there is a 
serious need for an organization to deal with the 
problem of urban decay 

Strictly non-political, ACTION intends to pursue 
its program through three channels: research, public 
information, and field service. The basic policy of the 
organization is to help local communities help them 
selves. ACTION will work through established organi 
zations, encouraging them to organize and cooperate 
to raise needed funds, stimulate public interest, work 
for new legislation. 

Major General Frederick A. Irving (Ret.), former 
West Point superintendent and president of At 
TION, told a press conference at the convention that 
ACTION takes no stand on public housing. “We are 
only interested in taking whatever steps are needed 
to eliminate slums or slum conditions,” Irving said 
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Builders Told: 


: 
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Be more aggressive in your 


- merchandising. Use professional 


/~ 


help in sales and advertising 


; 


4 


Selling situations were dramatized by professionals during the big mer 
chandising session. Other skits, colored slides and the inimitable Sam Rus 


: wood ’ 
sell put this session on the level of a “big production.” d building 


on Spring, Summer and early Fall a 


seasons in order to get people out You can get peo 


Here are the best ideas culled from the sessions on 
merchandising at the NAHB convention. 


‘"N AN ACTION-PACKED afternoon session, build 

ers were shown why they'd have to be more ag 
gressive in merchandising their houses. Frank Cort 
right, panel moderator, said builders need seven 
things to do a good merchandising job: Good location 
right land cost, professional land development, good 
house design, quality construction, appealing home 
features, and adequate financing 

Cortright’s panel offered these tips 

William Hendy of Cincinnati says to promote 
houses any day of the year. Builders used to build 
houses and then wait for the public. They depended 


ACTION will not act as a lobby. Alan Brockbank 
former NAHB president, indicated that instead of 
legislative pressure the chief concern must be arou: 
ing public interest. 

“You can’t do anything in these cities until you 
create a climate in which it can and 
creating the climate can be done best by local repre 
sentatives. 

National organizations are cooperating with AC 
TION to stimulate interest in local units. Andrew 
Heiskell, publisher of Life and in charge of the pub 
lic information program of ACTION, that 
the need is for all local act to 
gether 

ACTION’s role is to stimulate interest, provide 
information and practical help. But the actual work 
must be done locally 

Heiskell told the Journnar that the information 
program in the beginning will probably aim at those 


be done 


tressed 


organizations to 
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ple out any time with good merchandising 

“Go in heavily for landscaping. Save trees, De 
mand the best of landscaping materials. Give your 
home a look Lise a 

such as an antique organ in the living roon 

that will start people talking 

Nat Siegel of New York buys all hi 
demonstration Chis 
the whole show 

Harvey Meyerhoff says with 
on furnishings works better for him. He says it 
important not to over-furnish the model house 

In training salesmen for demonstration house sell 
ing, Hendy 
toward both the company and the product, and must 
know all the 


S¢ hools, el 


model warm, lived-in feature 


prec i 


furniture for 


houses gives him control ol 


cooperating lore 


says sales personnel need enthusiasm 


answers about construction, location 
He to get 
help in demonstrating any special equipment 

lo handle the crowds, arrange for parking space 
and police help ahead of time. Plan your parking 
lot at the same time as the project 


In handling the children you have two alterna 


says material alesmen to 


tives: Let them in and consider them their parent 


groups which already the slum and ur 
ban renewal problem. Once these groups have been 
made aware of what ACTION then the 
task of broadening the information program will be 
easier 

The National Advertising Council i 
in the entire information program. ACTION will pre 
sent its story through all the media of 
available magazines, newspapers 
slides, films, pamphlets, wee 

ACTION will se seven regional office 
will work local 
munities to help them analyze their particular prob 
lems and work out solutions. Other a from 
the national office in New York will be available where 
necessary 

If you're interested in finding out more about AC 
PION and how you can help its program, write to At 
TION, Box 462, Radio City Station. New York 20 


recopnize 


cooperating 


information 
radi. television 
lures, el 

These 
with com 


offices organizations in 


istance 
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responsibility, or keep them out and provide enter 
tainment outside 

Seek advice of experts on sales and promotion. Set 
up a budget according to what it takes to get atten 
tion in your area, 

Hendy says one study showed $85 to $174 a house 
is what builders spend for promotion. He says 1%, 
to 2%, of the selling price should cover it. 

Panelists urged builders to get acquainted with 
their local real estate editors. Give them complete 


*. 
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Dick Hughes moderates mortgage panel which warned builders 
that production much over 1.3 million this year may result in a 
shortage of mortgage money. 


information about the project, photographs, map of 
layout, map of routes to development, and use these 
same things in your advertising. Use strategically 
located outdoor signs, designed in good taste. Use 
professional sign painters. Don't crowd the copy 
use lots of white space. 

Give houses interesting names, such as “Forever 
Houses,’ used by the Pardee-Phillips Company 
Play records softly in the background and intersperse 
+5-second voice recordings describing features of the 
house, Don't overwork this, however. Use direct mail 
for advertising if you can obtain accurate lists of 
prospects 

Moses builders use night selling successfully. One 
builder figures how much lighting he needs and then 
doubles it 

What about the closing office on the site? One 
builder says you should realize that a couple about 
to sign a contract are entering a big moment in their 
lives, Give them privacy it’s a big decision. Set 


10) February, 1955 


up your office in a room off the main path. Have 
ee of chairs 

In displaying features. cutaway sections of the 
wall are good, but the sales people must be able to 
explain the construction. 

If you use girls or models in the home, they should 
look like they belong in a home and not like fugitives 
from a chorus line 

W. R. Northlich, a Cincinnati advertising execu 
tive, defined advertising this way. “Call in a loud 
clear voice, but you better have something the hogs 
want.” 

He says put the prospect in the picture. Find out 
what they want, tell them about it and you make a 
sale. He says builders are lucky they have some 
thing people want. Builders don’t close as many sales 
as they would like because most people are afraid of 
something at the last moment price, location. 
style, and so forth. 

In writing advertising copy and in selling, don’t 
treat adults as children, and don’t tell housewives 
too much about what they already know. Remember 
that in your advertising people will only see, read 
and hear what they want to see, read and hear 

Northlich says your organization should develop 
its own personality. You should participate in local 
affairs. Know your editors and financial people. Be 
sure your own house is in order neat office, en 
thusiastic staff. 

In radio advertising don’t buy time because it’s 
cheap. Buy time near soap operas or at times when 
paren are driving to and from work. Television is 
good during the day as well as in the evening 

Northlich advises against comparing the sales re 
sults of a $2.98 item with one that costs $10,000 to 
$15,000. He suggests a regular campaign. One build 
er used small teaser ads on every real estate page in 
the real estate section 

Builders were urged to select professional help in 
planning advertising. Northlich says that in select 
ing an agency you should look for one which has 
accounts related to home building, and has success 
ful people working for it and successful clients, as 
well as good financial standing. After you make the 
selection take the agency into your complete con 
fidence. Northlich warns of the agency that wants to 
engage you at a cut rate. 

In a fast moving presentation interspersed with 
skits, Sam Russell told delegates how to “open the 
door and close the sale.’ He gave six basic rules: 1 
Make something happen; 2) Seek a mutual level of 
interest; 3) Avoid preconceived ideas; 4) Anticipate 
objections; 5) Keep moving forward; 6) Close at the 
professional level. 

In another session, Mrs. Maude Butler of Tulsa. 
Oklahoma described how she uses kitchens as a key 
to merchandising. “It’s the gadgets in the kitchens 
that sell the house,” Mrs. Butler says. 

Here are some of the features she has included in 
her “personality” kitchens: Plate rails with real 
plates; china cabinets to display plates; flower box 
between kitchen and breakfast nook; a rail placed 
around the kitchen for salt and pepper shakers; a 
rail to hang fancy pots and pans; flush lights over 
the sink and breakfast areas; pastel colors; wallpaper 
in the breakfast area. Mrs. Butler says to use decora 
tive laminated plastic countertops and sometimes tile 
on the drainboards. And leave the snack bars to the 
restaurants. Use built-in gas and electric stoves, ele 
tric dishwashers and garbage disposers 
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What is the Economic Outlook for 55? 


HAT DOES THE HOME building industry 

have to look forward to in 1955? What are the 
rea-ons for optimism? What are the chief causes of 
concern? 

As one economist put it, the economists have been 
wrong in their soniiatiene on home building right 
along and will probably be wrong again this year. 

NAHB members were given various estimates of 
1955 starts, ranging from a million to as high as 1.7 
million. The consensus is approximately 1.3 mil 
lion housing starts for this year 
about 100,000 over 1954 

Experts reminded the home builders that there is 
more to be considered than just how many houses can 
be built. The improved business situation general 
ly will make it more difficult for home buyers to 
get mortgages — particularly the 30-year, no-money 
down kind. 

Dr. George Conklin of Guardian Life Insurance 
Co. predicted a tightening of the mortgage market 
and a slight increase in interest rates 

According to Conklin, money and credit will be 
available unless housing starts exceed 1.3 million 
He called attention to the December 1954 figures. 
which, he said, “scared hell out of us.” 

Projecting those figures would bring us to a figure 
of 1.7 million starts in 1955 and Conklin con 
tends there won't be sufficient money available for 
that kind of demand. 

The government point of view was expressed by 
Ewan Clague, special assistant to the secretary of 


an increase ol 


labor. Clague also sees the year as one of continued 
high production in homes, (The official Labor and 
Commerce Department estimate is for 1.3 million 
starts this year, but Clague said that privately some 
government officials thought it would run higher 
than that.) 

Clague remarked, also, that the decline in mar 





In a question and answer period, someone 
asked, “Are we overbuilding?” Fritz Burns, 
Los Angeles Realtor-builder and leader of 
the discussion, gave a classic answer to that 
one. 

Well, I'm not,” he said, “but every other 
so-and-so in my neighborhood is.” 











riage rates is being offset by “household mobility.’ 
None of the experts expressed any doubt that the 
demand for housing would slack off. Dr. Conklin 
said “there is a limitless demand for homes.” 

Dr. Edwin B. George, Dun and Bradstreet econo 
mist, told the meeting that 1955 promised to be a 
year “without any character at all.” He explained 
this as meaning that the forces active in the economy 
are pretty well balanced no sign of anything spec 
tacular in any direction 





ON THE CREDIT SIDE 


@ Economy is stable and improving gradually 
— but there are no signs of boom. 


® Inventories are rising. 

® Gross national product is increasing. 

® Housing demand remains strong as ever. 
® Home ownership idea is broadening. 


®@ Wages and disposable income are rising 
among low- and middle-income groups. 


® Veterans remain a strong pressure on the 
market. 





Here are the factors to watch: 


ON THE DEBIT SIDE 


® Constantly increasing mortgage debt may 
be a long term threat. 


® Mortgage money supply is tightening. 


® Short-term loans for business inventory 
build-up bites into money supply. 


® Shortage of land and community facilities. 


® Big road building plus big housing year may 
create labor shortage. 


® Vacancies are on the increase. 
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We Have to Meet the 


Community Facilities Problem 


By Dr. ABEL WOLMAN* 


Johns Hopkins University 


We can no longer deal with water supply, sewage 
disposal, schools, land development, roads, utili- 
ties as separate problems. Some cities already have 
taken the step of creating metropolitan authorities 
that group all these items together. This may be 


the solution to your city’s problems. 


HAT can be done with what we call the “great 

spill” over the old city boundaries? This spill 
began long before it became a matter of general and 
local discussion —- somewhere around the 1920's 

It was sharply accelerated during the war period, 
and has intensified since the end of the war. 

It is necessary to repeat some data you have heard 
in order to give some impression of what has happen- 
ed. We have had an increased rate of capella 
growth which is a modern way of saying that 
people have rediscovered that they can have children 
It is one of the great biological rediscoveries of the 
last 10 or 15 years 

Last year, more than four million children were 
born in this country. That is the largest number in 
any one year since the beginning of our history. We 
have reached a population of 164 million, a figure we 
had expected to attain in 1975, Some now expect 
a population of 200 million by 1970 or 1975, a total 
we were supposed to reach in the year 2000 

We have had more births. We have a_ higher 
standard of living. The automobile has made it pos 
sible for people to live in one place and work in 
another. We have dec sewrdiend some of our im 
portant industries, We have had a tremendous up 
surge in housing construction, and we have had a 
general desire to escape from the overcrowding, dirt 
and litter of the cities 

This is a characteristic of the rapid growth of 
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every big city in the world. This is not an Ameri- 
can phnomenon 

The prospect is not a happy one. It is estimated 
that 1.4 million houses will be built this year, and 
even if it falls short of that it will intensify the prob 
lem. 

We will need a tremendous number of schools, 
water supplies, sewers, drainage, highways and other 
facilities. 

The setting is one of chaos in political organiza 
tion and financial administration 

Society is completely unprepared to meet the serv 
ices required by the average population. Another 
problem is that we are a nomadic population, more so 
than the Indian 

Our problem is this: How can we provide the 
public services essential for modern living. which 
we have taught the average American to demand? 

such things as water supply, sewers and sewage 
disposal, streets, roads, parks, schools, health, re 
creation areas and the like. 

We have had a tangle of reports, reviews and 
studies which, so far, have resulted in little or no 
action 

In Allegheny County (the Pittsburgh area), there 
are 398 independent public agencies. The efforts to 
wards consolidation, towards having them operate as 
any normal business enterprise have been, if not 
100%, then 98% unsuccessful 

We have a few approaches to solutions, some 
good, some bad. But we are without formula, with 
out political or legal basis. Builders, for example, are 
brought in and temporary expediencies worked out 
to meet community facilities problems. We have 
what I would describe as public crap games in which 
one group spends $150,000, another $200,000, an 
other $300,000, to try to solve the problem 

All are bargaining solutions of only temporary 
value 

We have developed no reasonable formula for 
action. From the viewpoint of diagnosis, we have an 
absence of well-defined, coordinated, official organi 
zation with the power to tax and the opportunity to 
construct and to return payments for such construc 
tion. 

There are several solutions. One has been popula: 
for 20 years: When in doubt turn to Washington 
Washington is a kind of remote Santa Claus from 
which money flows and for which nobody pays. The 
fact that it is not true isn’t important. I hardly 


* This article bas been adapted from a speech given by Dr. Wolman at 
the National Association of Home Builders Convention in Chicago 
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consider it a solution at all because this is not a prob 
lem which is only centered on a source of money. 

We are looking for a solution that has a broad base 
for financing community facilities required in every 
spill area. every metropolitan area in the United 
States. It is as true of areas of 5,000 population as it as 
is of the areas of a million population 

We are looking for a form of social organization. 

What kind of political unit must we have in f 
order to get these facilities? It has to have managerial 
power and the legal capacity to raise money and as 
sets for repayments 

Here are some of the ways for doing this 

1) Voluntary cooperation between the city govern 
ment and the surrounding governments. Our experi- é 
ence shows that this looks better on paper and sounds 
better in language than it is in fact. With nothing 
else before you, you try voluntary cooperation. I 
rate it low. Everyone tries it first because if there 
is one characteristic of this problem it is that no 
body learns by the mistakes of any previous under 
taking. 

2) “Joint ad hoc districts.” This simply means pro 
viding special community facilities. Some examples 
are the Washington Suburban Sanitary Dioistrict, 
Nassau county, Los Angeles county. It is well to 
bear this technique in mind. 

3) Have the central city provide some of the 
services received in the outlying areas. Baltimore. 
for example, supplies all the water in Baltimore 
county. Hartford county and Howard county. New 
York City supplies the water to its adjacent areas 
It is a stop-gap solution, but an important one 

+) Strengthen county governments. I am hopeful 
about this in a minor way. What it means is 
we hope we can convert the average county from 
rural thinking to urban necessities. In many ways 
it is a hopeless task. 

5) Annexation. You wait until the area grows 
and gets itself fairly messed up and then you annex 
it. When you annex you take in areas that need a 
great many bond issues for community facilities, 
ordinarily unsunportable by the taxable basis that 
you take in, so that your city has to bear the annexa 
tion cost, the bond issues and the improvements 


This hallway full of builders indicates the “standing room only” 


tendance at almost all convention meetings 


sete Poe : , / 
6) The Greater Toronto Plan. which originated in 


1953, is very interesting. In characteristic English Martin Bartling, Alan Brockbank, Wallace Johnson, Joe Merrion and 
fashion, a commission was appointed to review the Tom Coogan (Ll to r.) gather in typical informal “after-hours” session 
general mess in the Toronto area, similar to the one 
in Baltimore, Boston, San Francisco, Los Angeles, 
etc., with exactly the same set of circumstances. They 
reviewed it for several vears and said it was a mess Past President Edward Carr of Washington and 1955 First Vice Presi 
However. the commission went one step further dent Joe Haverstick converse at one of the many social affairs 
and said there was a solution to this mess and the : 
answer is in the creation of what is called the Great 
er Toronto Metropolitan Authority 
It takes over for the central city and the surround 
ing cities all the responsibilities for water, sewage, 
storm water drainage, refuse disposal, mass trans 
portation, schools, highways and streets. It takes 
them all over. It bought them all up. It makes itself 
responsible now for the orderly construction, main 
tenance and operation of all those community facili 
ties in the greater city areca 
It leaves with Toronto and the other cities all those 
responsibilities other than those named. It under 
takes, however, a present and future obligation of 
$500 million. 
It is a fascinating thing to see. It recognized that 
there was local autonomy, local competition, local 
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feeling on the part of all the officials that this should 
not be done, It recognized them and overrode them 

The Toronto system is a cue to the creation of a 
semi-city government in metropolitan areas. It is 
a device ah h spreads the community costs as they 
ought to be spread — over the rich, the poor, the sub 
division, the residents, the industries and the com 
mercial establishments. 

You would be amazed to look at 
are to escape pooling the resources. 

Money is not the root of all this evil. We have 
the local resources for financing these facilities. In 
most instances, state subsidies are unnecessary, and 
in many instances federal subsidies are completely 
unnecessary. 

What we are lost in is a situation 
resources have been scattered, 

You might say, “I am in the business of building 
houses I am not in the business of sponsoring 
legislation.” But this problem will not a itself 
It is going to get worse rather than better. If you 
want to build houses in areas that are increasingly 
remote, because land in more favorable locations 1s 


devices there 


where local 


These Builders Say... 


getting less and less — where these facilities are less 

Unless you develop the organizational device and 
fiscal devices through the long legislative processes 
of our individual states, you are not going to get those 
facilities but something worse 

You are going to be told by the officials who have 
jurisdiction over these operations, that you cannot 
develop. You are already being told that in some 
areas of the country. 

You will be told that into this area you cannot go 
You will be told that in such-and-such an area you 
will have to do so-and-so to finance it. 

The public officials are as stymied as you are 
They do not conspire to create this problem. But be 
tween the two of you, you must move into an action 
program which is above and beyond your norma! 
subdivision building program. 

The legislative process is one you are going to have 
to learn and use. The situation will not cure itself 
There will be a middle ground for the cooperative 
effort of all. And if we are going to solve this prob 
lem in the next few years, this is the only ground on 
which it is going to be solved. 


Trade-Ins Can Be Profitable 


Lo IN houses received much attention at the 
NAHB convention. In a session on using trade 
ins to boost new home sales, builders were given 
a wide variety of suggestions from colleagues who 
have developed the trade-in policy sanceeiddliy. 

Robert Snowden of vstoonll tm says there are three 
choices open to his new home prospects who already 
own their homes. They can sell it themselves, have a 
broker sell it for them, or they can use his company’s 
“guarantee to trade plan.” 

This is how Snowden’s system works 

First he checks sales of comparable houses in the 
neighborhood. He examines the prospect's home with 
out committing himself to a trade. After getting an 
idea of the market value of the house, Snowden 
then checks the FHA appraised value. The FHA 
estimate, Snowden says, actually fixes the market 
value of a house (“whether we like it or not’’) 

If his estimate and the FHA estimate are in accord, 
Snowden calculates the amount needed for repairs 
and improvements. Then he offers to trade on this 
basis: His company will attempt for 60 days to sell 
the house (and if it is sold, collect the 5% real estate 
commission ). If not sold in 60 days, Snowden guaran 
tees to buy the property at the FHA appraised value 
less 10%. Five percent covers handling the deal and 


making improvements, 5% covers the risk in buying 
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Irving Rose of Detroit remarked that it takes too 
long to get an FHA appraisal. His firm takes an 
arbitrary 5% (which equals the real estate commis 
sion) plus $750. 

John R. Worthman, Jr., of Fort Wayne, says his 
company deals in more expensive homes and isn’t 
usually concerned with FHA appraisals. He guaran 
tees 80%, to 85%, of the appraised value, deducts the 
mortgage and gives the buyer the balance as credit 
on the new home. 

Worthman’s company has set up a separate com 
pany to handle its trade-in transactions. Sometimes 
as high as 75%, of the homes Worthman builds are 
built on a trade-in basis. The new company, Trade 
In Homes, Inc., handles the guarantee, takes the 
deed, advances needed funds to the building firm 

The trade-in company also takes care of the sale 
and financing of the older homes. Worthman offers 
the services of the company to other builders whose 
new home customers want to use the trade-in plan. 

Worthman also discussed the merit of an arrange 
ment with banks similar to the “floor plan” of auto 
mobile agencies. The idea is simply that a certain per 
centage can be borrowed on homes which are taken 
in in trade. 

Worthman’s company does everything with its 
trade-ins rents them, remodels them, tears them 
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down, makes some into duplexes. Their aim is to 
make the best use of each home taken in 

How much should be spent on reconditioning 
houses acquired by trade came in for considerable 
discussion. The consensus seemed to be that a mini 
mum should be invested in remodeling and repairs 

Ernest Becker of North Hollywood, California, 
recommended that no more be spent on hidden im 
provements than is absolutely necessary. Improve 
ments should be made primarily in the kitchen and 


to do two things: 


Meeting Mortgage Needs in Remote Areas 


The Housing Law of 1954 has in it a voluntary program designed 





bathroom. Becker also recommends as worthwhile 
putting considerable care into landscaping 
suilt-ins, and particularly built-in 
real sales value, Becker says 
T he resent owner 1s a good source of information 
for illite improvements, according to Becker. He 


ranges have 


can give you his opinion of the sort of repairs he 
would make if he were keeping the property, and 
such advice can be helpful in deciding what must be 
done 






1) Provide mortgage money for remote areas, small communities, 
and minority groups everywhere, and 


2) Get the Government out of direct lending. 


4 he. VOLUNTARY Home Mortgage Credit Pro- 
. gram is a plan designed to “even the flow” of 
mortgage money moving it into small communi- 
ties and areas that are remote from the main mort 
gage centers. It is also a means of making mortgage 
money available to minority groups who haven't 
been able to get it in the past. 

The Program is now being set up. Regional chair 
men and subcommittee members have been appoint 
ed and administrative rules are being ans out 
The Program will operate until June, 1957 

How does VHMCP work? 

Under the direction of a national committee 
made up of men from the various types of lending 
institutions, builders, Realtors and government agen 
cies regional committees are set up to act as 
clearing houses for mortgage information 

These regional committees will determine where 
money is short in their area, will inquire among 
lending institutions in that area to see if funds are 
available outside the particular community involved 
If not, other areas will be invited to provide the 
needed money. 

Here’s an example 

A young man wanting to buy a house is stymied 
by the lack of mortgage money in his town. He has 
approached at least two of the lending institutions 
in his town, but the money is simply not available, 
even though he qualifies in all respects for an FHA 
or VA insured loan 

The young man applies to the regional board of 
the VHMCP, certifying that he has tried to obtain 
a loan from local banks, savings and loan company 
or other mortgage source without success. The sub 
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If big lenders support it, VHMCP can be of great benefit. 


By ROBERT PAYTON, Associate Editor 


February, 1955 





committee then circularizes a request to all partici 
pating lenders in the region, to see if any of them 
want the mortgage 

If not, then circularizing is done on the national 
level, with the possibility of a mortgage company in 
say, New Jersey, providing funds for a borrower in 
West Texas 

Local lenders who want to sell mortgages they've 
bought can also use the facilities of the Program 

All members of the VHMCP serve voluntarily, re 
ceiving only a specified amount for subsistence when 
away from their homes or places of business 

Where did the idea come from? What do the lend 
ing institutions think of it? Will it work? 

VHMCP is based on the idea that direct lending 
by the federal government can be eliminated if 
private lenders meet the problem of inadequate dis 
tribution of mortgage money 

The biggest force behind the program in the begin 
ning was the life insurance associations. The Ameri 
can Life Convention and the Life Insurance Associa 
tion of America (243 companies holding 98% of the 
total life company assets in the country) submitted 
a draft of a bill to the Congress which differs only 
in minor details from Title VI of the Housing Act of 
1954. 

Carrol M. Shanks, president of Prudential, advo 
cated the plan as sufficient in itself to meet the mort 
gage distribution problem. (Shanks opposed FNMA 
as unnecessary. At the Senate Baking Committee 
hearings, he said, “Basically there is no need for a 
Government secondary market function.’’) 

Shanks also reported that the plan has the back 


(Please turn to page 45) 








| AM the Fuller Brush man 
. Those few words open the door 
to more sales than any other words 
I know. The name of the salesman 
is secondary. “Joe Smith” will 
soon be forgotten, But next day at 
bridge club Mrs. Doe will ask 
Did you see that new brush the 
Fuller Brush man is showing?” 
‘Joe” likes it that way; the name 
of his firm produces a great part 
of his sales 


And so it is in the Real Estate 
business the reputation of your 
firm accounts for a big percentage 
of your sales. A salesman should 
be proud to give the name of his 
firm on all occasions. Why? — be 
cause he knows his firm has a very 
favorable reputation in the com 
munity, And this did not just hap 
pen. He knows 


1) His firm has been in busines 
through a full cycle in real estate 
Most organizations established 
within the last 20 years have not 
had the rich experience of coping 
with a deflated or diminishing dol 
lar. The struggle to maintain a 
place of business and keep it oper 
ating during thoce earlier depre 
sion days gives one today a sense 
of balance, of caution to prepare 
for whatever may happen. The 
alespeople know this will benefit 
them, should sales fall off. Theu 


firm will have the know-how. to 
carry through 

2) He has only to study the 
yrowth of his city to find the 


names of the members of his firm 
tied up with its planning, zoning, 
hospital and school development 
chest drives, and the like. A know 
ledge of civic affairs enables one 
to know his city better. This shows 
the salesman where to look for 
better buys for his clients who are 
speculative buyers, Rewards in 
knowledge and information 
great when one gives freely of his 
time to civic work 


3) He remembers that deposits 
are cheerfully returned when a 
purchaser has had misfortune, 
even though such deposit could 
legally he kept An olfice should 
not have the reputation of return 
ing deposits for any slight reason, 
but people should know that their 
money is safe in your hands and 
that they can expect fair treat 
ment, even better than average, 
when they deal with you 

4) He also knows of the commis 
sions he, as a salesman, did not 
receive because his firm stands by 
its code of ethics at any cost. (It 
takes nerve and backbone to pass 
up a commission in order to ad 











“IT Am Proud” 


Few people know the importance of good public rela- 
tions and reputation better than our author. And he 
points out what salesmen should know about their com- 
pany and what they should be doing to improve and 


enhance their company’s reputation. 


By RUSSELL POINTER 


Realtor 
Saginaw, Michigan 











here to a principle). It sometimes 
hurts to send a prospect back to 
another broker when you know 
you could sell him yourself, But 
the salesman knows the Golden 
Rule always pays 

5) The members of his firm 
have been active leaders in organ 
ized real estate on the local, state 
and national levels, because they 
wish to leave the business of real 
estate in a better position than that 
in which they entered it. Many 
times people tell us we could make 
more money if we stayed on the 
job rather than to take time out 
for various meetings. They forget 
the fact that home ownership in 
our country has increased by leaps 
and bounds, mainly because some 
of us have “taken tame out” to pro- 
tect the interests of the property 
owner, both locally and national- 
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ly. More home ownership defi 
nitely means continued increased 
sales. 

6) His firm members avail 
themselves of all opportunities for 
continuing education in real es 
tate, and insist that their sales 
people do likewise. They know 
ae estate is a fast changing busi 
ness, and only by constantly add 
ing to your knowledge of it can 
you better serve the public. A 
salesman may associate himself 
with an office which has no inter 
est in promoting education, but 
after he has absorbed the ideas of 
the management his knowledge 
ceases to grow. This is not true in 
the case - the firm which strongly 
believes in more education; here 
he is continuously getting ideas 
for others. 

7) He also is aware that there 
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any cost. 


ownership. 


counselors. 
right people. 


rights 


munity. 





Here Are Basic Require- 
ments of Good Public 
Relations: 


®Have the business know-how 
to carry through in bad times. 

®Give time freely to civic work. 

Treat all people fairly. 

} ©@Stand by the code of ethics at 


@®Take time to promote home 

®Strive constantly for better 
real estate education. | 

®Become known as real estate 

© Always be in company of the 


®Stand up for private property 


® Actively cultivate the key, in- 
fluential people in the com- 











are two ways of getting real estate 
business. His firm can “buy” its 
business by heavy social spending 
and entertaining. Or it can be so 
well informed that people will 
seek its help and council. His firm 
members, fe knows, take active 
arts in service and similar clubs, 
but they are also well known as 
counselors in their particular field 
and are much sought out for 
counseling purposes. Real estate 
counseling 1s comparatively new 
in our business as a fee producing 
department. However, well-in- 
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formed brokers have been doing 
it for years. Now, because of our 
complex tax laws and the rapid 
changes in urban development, 
counseling is becoming more im 
portant 

8) He finds his firm members 
always in the company of the 
right people. He occasionally meets 
them on the way to church. A 
reputable firm will inform _ its 
m sear that they should stop 
at the best hostelries and restau 
rants because there lie the best op 
portunities for favorable public re- 
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lations and increased busines 

9) He knows his firm will al 
ways take a stand in favor of the 
property against unnece 
sary government controls, Proper 
ty owners are quick to sense who 
are their friends and protectors at 
the time of a local election where 
their interests or their properties 
are at stake 

10) He realizes that some of his 
commissions were earned from 
sales made as a direct result of good 
will which had been created by 
the continuous use of direct mail 
He knows the story in his office of 
the very prominent business man 
who was asked to recommend a 
broker qualified to do a certain 


owner 


job. Without hesitancy the busi 
ness man said: “Several of my best 
friends socially men with 


whom I golf and play cards — are 
real estate brokers. But for a man 
who knows the business, see this 
fellow.” And with that he pulled 
from his pocket the latest issue of 
Ownership. “The firm’s name 
he went on, “is on this little book 
let, but be sure to return it to me 
because I haven't yet read it.”’ 

11) He knows another thing 
which may seem unimportant at 
first glance. The office personne! 

the clerical staff esc 0 
ple have been with the firm a atoh 
time. They know the and 
they know the business. They are 
in an excellent position to help 


boss 


IN CONCLUSION 


A good reputation is 
through good public 
(,00d public 
which one 


won 
relations 
goal 
works hard to attain 
To reach that goal we pass through 
a continuou 


relation is a 


process of living and 
doing business in such a way that 
there can be no breath of criticism 
of our actions there will alway 
be praise and commendation. The 
salesman whose firm has a good 
reputation has entree to more and 
better contacts which result in bet 
ter sales, and he in turn becomes a 
The Fuller Brush 
Company spends untold sums of 
money to keep its name before the 
public. And thes spend additional! 
sums to see that that name is cat 
ried from with 
favorable comments. That is why 
the Fuller Brush man is proud 
That is why you are proud when 
you work for a firm whose reputa 
tion is beyond reproach 


better salesman 


house to house 





Watch for next month's 
JouRNAL and another article 
in this sales series! 
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WHEN A BUSINESS IS AC 
quired and valued on the basis of 
a list of customers which the prior 
owner serviced, and such custom 
ers do not continue to patronize 
the new purchaser, their loss is 
not a loss from trade or business 
operations and adjustment for 
such loss cannot be made by writ 
ing off the value of the lost cus 
tomers against ordinary income 
Such an acquisation is goodwill 
and if the value of the business 
decreases because of the loss of 
customers it can only be determin 
ed by selling the entire business 
as a unit and then it becomes a 
capital loss, (Anchor Cleaning 
Service, Inc., 22 T.C. No, 124.) 


LOSS DENIED BECAUSE IT 
was neither a business nor a non 
business but a personal loss from 
an attempt to provide a personal 
residence. Taxpayer and wife join 
ed with eight others in a venture 
to build a cooperative apartment 
house, It was incorporated but no 
stock was issued, After expenses 
were incurred in preliminary in 
vestigations the project failed; fi 
nancing could not be secured. It 
was abandoned. Taxpayer and 
wife suffered a loss of $980, which 
they claimed as a deduction under 
Section 23 (e) 1939 Code, as a loss 
from a transaction entered into 
for profit. The tax court affirmed 
the Commissioner who denied the 
deduction. (Chooluck T.C. Memo 
1954-150. ) 


NOTE GUARANTOR’S LOSS 
held non-business bad debt. Tax 
payer, an officer and stockholder 
in a corporation, during 1947 en 
dorsed a note given in the name 
of the corporation. The corpora 
tion was unable to pay the note 
in 1950 and the taxpayer was obli 
gated to pay the note. Taxpayer 
claimed the payment as a loss aris 
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ing from a transaction entered 
into for profit. The Commissioner 
and the tax court, however, decid 
ed the loss was non-business bad 
debt deduction under 23 
(k) (4) 1939 Code 
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Section 


WHEN YOU SELL YOUR OLD 
home and purchase another with 
in one year, under Section 112 In 
ternal Revenue Code, you must re 
port the transaction, even though 
you may have no tax to pay. This 
will allow you to establish the 
basis of your new residence for 
tax purposes. There have been mis 
understandings regarding this se¢ 
tion of the code. The new 1954 
Code allows sales commission to 
be deducted from the selling price 
of the old residence, if the selling 
price exceeds the purchase price 
of a new home, to report the 
taxable gain. Another feature of 
the new 1954 Code allows remod 
eling expenses on the old home, 
and fox within 90 days prior to 
its sale, be used to reduce the non 
recognized gain in establishing the 
cost basis of the new residence for 
lax purposes 


SALE OF EQUIPMENT USED 
in trade or business, by a partner 
ship, at a loss is a_ business 
ian deductible from partnership 
ordinary income at Section 
117 (j) capital gain and loss trans 
actions. Such transactions do not 
have to be grouped with the indi 
vidual partner’s Section 117 (j) 
capital gain and loss transactions 
Tax court decided this in the case 
Ammann vy. Comm., 22 T.C. No 
133. However, under the new 
1954 Code such losses will be con 
sidered as the losses of the indi 
vidual partner and grouped with 
his other capital gain and _ loss 
transactions effective after De 
cember 31, 1954. Therefore, any 


loss 
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transactions of this nature should 
he cleared prior to the final dat 


WHEN AN OBLIGATION 
taken as payment in consideration 
of a sale of real property (and the 
gain was reported on the install 
ment basis) is satisfied by the pur 
chaser with new notes and mort 
gages of another purchaser, the 
balance of the unreported profits 
become taxable income in the year 
that the original notes or mort 
gages were satisfied Burrell 
Groves, Inc., 22 TC No. 138.) The 
original obligations were not as 
sumed by the new purchasers 
They were cancelled and satisfied 
with new and mortgages 
from a different debtor 


notes 


THE USE, PURPOSE AND 
function for which the new prop 
erty was acquired under an invol 
untary conversion or condemna 
tion award governed the tax court’s 
ruling for the taxpayer in Gaynor 
News Company, * ~» 92 1.C. 144 
Taxpayer purchased improved 
property in 1948 intending to erect 
a garage building thereon. The 
property was cleared of its im 
provements but condemned by a 
municipality becore construction 
work was started by taxpayer. Tax 
payer then purchased, with the 
proc eeds. the « apital stock of a cor 
poration whose sole asset was land 
and some improvements, on which 
the taxpayer proceeded to provide 
a garage, according to his origina! 
intentions. The Commissioner con 
tended that the investment was 
not in property similar in chara 
ter to that sold, but was reversed 
as above shown 


LANDLORD CANNOT DE 
duct depreciation on building 
erected by tenant where no depre 
ciable interest is involved. Tax 
payers, members of a partnership, 
acquired a parcel of land on which 
a building was erected by the les 
see, prior to their acquisition. The 
property was acquired subject to 
the prior lease. Taxpayers claimed 
depreciation based on a proration 
of their cost as between a cost of 
land and what they thought was 
an interest in the building, deter 
mined by taking the assessed valu 
ation of land and building as a 
ratio. Taxpayers offered no evi 
dence that their ownership includ 
ed an interest in the building nor 
did they have any amortizable 
value in the leasehold. Therefore, 
the Commissioner disallowed the 
depreciation deduction and was 
sustained by the tax court. (Gold 
stein, et al, 22 T.C. No. 140.) 
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All-Woman Office 


Maybe there's something to that old saying about the warmth 








DINING 





and friendliness of a “woman's touch” — even in real estate 
















KITCHEN UTILITY — PRIVATE OFFICE 


offices. Here's the office of Thelma M. Elwood, woman Real- 








tor, and her all-woman sales staff. You be the judge. 
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Floor plan shows the arrangement of of 


fice space. Building can easily be con- 
verted from a real estate office to a three 1 - 
bedroom home. ’ 


HO should know more about 
house than a woman who 
operates it?” asks Thelma Elwood 






























of Pontiac, Michigan. And Real me Beye ag > ~ 

tor Elwood answers her own ques en Fs tn aT Nise os 
tion by employing eight full-time Elwood firm also builds about 10 houses a year. Mrs. Elwood says they have already had 

and three part-time salesladies, all several requests for homes using this floor plan 


of them homemakers themselves 

Feeling that a real estate com 
pany’s first impression on a pros 
pect is very important, Mrs. El 
wood has built a homelike business 
headquarters in the heart of the 
predominantly residential lake 
area. Her office is really a five 
room house, easily convertible if 
no longer needed as an office 

The “office” exterior is com 
plete with evergreen planting. The 
reception room is actually a large 
livingroom decorated in turquoise 
and chartreuse with a good-sized 
brick fireplace. Prospects enter to 
find themselves surrounded by 
chintz draperies and comfortable 
leather easy chairs. And a love 
bird in a white cage lends that 
final “woman's touch” to the re 
laxed and homey atmosphere. 

Presently Mrs. Elwood is rent 
ing three rooms as an apartment 
Plumbing is roughed in for the 
private office, just in case it might 
someday become a kitchen. Mrs 
I:lwood and her husband, who is 
a builder, have already had re 
quests for building jobs using this 
very floor plan 


Interior has large brick fireplace a homelike atmosphere, Mrs, Elwood's cight salesladies 
are all homemakers themselves. 
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What Propert 


By LOUIS J. GLICKMAN 
Realtor, New York 





| pte much information should a Realtor provide 
about an income property during his first pre 
sentation? 

In rare cases, the investor will know the property 
you're talking about, and a simple mention that it’s 
available and the price that’s wanted is enough 

Sut in most cases an investor will not be familiar 
with the property you're selling, and he deserves to 
have a wealth of information. You should be able to 
provide it 

First, the investor 
property 

1) Location 

2) Size of plot 

4) Year erected 

+) Typical floor plans 

») A brief description and a skeleton statement of 

gross income 

6) Operating expenses and fixed charges 

7) Net income, mortgage interest and amortization 

rates 

8) Price including cash required and willing 

ness of the seller to accept some form of junior 
financing 

Now, let’s assume that a Realtor has interested a 
discerning investor in an office building in the in 
vestor’s own city, Certain physical factors should be 
described 

1) Number and ly pe of elevators 

2) Type of air-conditioning 

3) Type of heat and heating equipment 

+) Details about toilet facilities, electric 

jumbing and roofing 

5 i iceadion about the current state of repair 

6) Any evidence of deferred maintenance 

7) Gross floor area and net rentable area broken 

down into units 

8) Building’s total cubical content 


will want basic facts about the 


current, 


Lease Information 


stands on a leasehold, the 
ease, including current ground rent and 


If the improvement 
terms of the 

lease expiration data, should be fully reported. De 
tails about any optional renewals and the ground 
rent to be paid if such future rent has been agreed 
upon and, if not, the method by which it is to be de 
termined, should be reported. 


HW) February, 1955 


If the property ts mortgaged, details about all ex 
isting liens should include 

1) Expiration date 

2) Interest and amortization rates 

$) Whether or not an adequate prepayment clause 

is included 

If expiration dates are imminent, any reliable in 
formation about the mortgagee’s willingness to renew 
would be valuable, even though subject to confirma 
tion. If the owner of the property is willing to take 
a purchase-money junior mortgage in part payment, 
the amount, interest, and amortization rates accepta 
ble to him should be specified. Details as to the pre 
sent owner's allowed rate of depreciation are perti 
nent indeed 


Who Are The Tenants? 

Now, what about income and expense? The cu 
rent monthly rent schedule should give names of 
tenants, size of space occupied, each tenant's rental, 
his rate per square foot, his lease expiration date. 
and the average rental per square foot for the build 
ing. If there are stores in the building with percent 
age leases, overage records for the preceding five 
years would be valuable to the buyer. To this add a 
list of vacant areas, with the number of square feet 
in each and their rental values 

Other questions you may have to answer are 
any major tenants considering vacating? Have any 
tenants vacated, though still paying rent under unex 
pired leases? What space, if any, is occupied under 
sub-lease? What is the gross income to the building 
from the re-sale of electric current? 

Operating expense figures must be supported in 
even greater detail. Most important, perhaps, is the 
pay-roll item. The schedule should show typical over 
time, weekly and hourly rates with details about va 
cation and holiday arrangements and bonus plans 
Other items 

1) Charges for compensation, disability insurance 

2) State and federal unemployment 

hospitalization and group insurance 

3) Social security tax 

4) If outside contractors are under contract, the 

rates and expiration dates of contracts 

There is fuel and current 
these should show 


Insurance, 


electric Figures for 
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Jata Do Investors Want? 


When you're selling income-property, what kind of information should you be able 
to give a prospective investor about the property? In this article, a seasoned commer- 
cial-industrial Realtor tells you the data you should be able to provide on office build- 


ings, apartment houses, or industrial properties. 


1) Utility company billing: 
2) Maintenance or meter rental 
3) Utility taxes 
+) Average cost of supplies, 
pairs 
5) If management agents are employed, rates and 
duration of contracts 
Charges for reserves against future repairs, main 
tenance and vacancies may be shown as operating 
or fixed charges according to bookkeeping prefer 
ences. Other fixed charges would include ground rent 
(if on a leasehold), local real estate, water and sewer 
taxes, mortgage interest and amortization and insur 
ance. It should be noted that, while amortization pay 
ments are reportable as income under the federal tax 
regulations, they are still recurring disbursements 
which are actually fixed charges to the investor 


maintenance and re 


How Much Insurance? 

The full insurance schedule should be given. | 
sufficient fire insurance being carried? Does cover 
age embrace all types of insurance required or wat 
ranted? Do fire insurance policies include extended 
coverage? How about any contingency involved in a 
co-insurance warranty? Are any substantial rate in 
creases pending? With all this data should go a copy 
of the property's most recent operating statement 

In the case of an industrial property, you should 
include in your report information about 

1) Type of floors 

2) Floor loads 

3) Ceiling heights 


+) Types of windows and sizes of bays. 
5 


) Types and capacity of electric current 
6) Exits and stairways 
7) Loading platforms and other handling facilitie 
8) Zoning rules governing the area 
If you're selling an apartment house, investor 
should know 
1) The type and condition of plumbing lines 
2) Type and age of and kitchen 
ranges 
s| ype of bathtubs, toilet equipment and kitchen 
sin 


refrigerators 


Ss 


Number of commercial and professional ten 
ancies 
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Painting schedule 

Information about the property's 

rent regulations 

Speaking now about all types of properties, pro: 

pective investors should have full information about 
any major alterations or improvements by the pres 
ent owner, either pending or in progress. More im 
portant, any existing obligations to make changes or 
perform work for tenants should be reported 


status under 


Distant Locations 

So much for properties located in the investor's 
own city where he should be reasonably familiar 
with local trends and neighborhood futures. If the 
property offered is located in another city, the Real 
tor must furnish information on factor 
which have a bearing on both present and future 
value 

Are there any zoning changes pending or under 
discussion? Is there any prospect of an increase in 


accurate 


local real estate taxes? Is the current assessment for 
tax purposes high or low? Is it likely to be increased? 
What is the history of the assessment 
protests and resulting reductions? 

How about the property's competitive position 
Are rentals higher, lower or equal to comparable 
buildings in the area? Are any competitive 
buildings proposed or now under construction? If so 
how will rental rates compare? 

What about the local labor situation? I[: 
labor in a strong position? Are the building’: 
employees unionized? If so, are negotiations pending 
or in prospect for revision of wage scales and fringe 
benefits in the near future? If not unionized, is any 
attempt under way for union organization? How do 
the wages for building service employees compare 
with other wage rates in the area? Ha the property 
been understaffed? Would proper operation and 
maintenance demand additional employee 

If the investor's interest in the offering is sustained 
or increased after he’s seen all of this data, the Real 
tor should prepare to submit certain general infor 
mation. In the case of an urban store property, a 
spot check of pedestrian traffic is helpful. In the case 
of a shopping center, good Realtor 


ituation as to 


) 


new 


uiblion 
service 


) 


have been known 


Please turn to page 15) 
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Should an individual be named as trustee when drafting a trust 


deed and notes for a client? Should a release deed be recorded be- 


fore a deal is closed? What is the difference between “forgotten” 


and “abandoned” property? Here are the legal answers. 


N THE early history of our of- 

fice when we drafted a trust 
deed and notes for a client, we 
always put in the name of one of 
us as trustees 

One day a client for whom we 
had drafted a trust deed and notes 
walked into the office, laid the 
papers down on the desk and said, 
“These papers aren't any good,” 
He had tried to sell the papers and 
when he eventually om a buy- 
er, the buyer rejected the papers 
because an individual was named 
as trustee 

After that we never put in ou: 
own names as trustee but put in, 
instead, the Chicago Title & Trust 
Co. The point was well taken be- 
cause if the trustee fraudulantly 
releases the trust deed after ma- 
turity and the release is recorded, 
effective as to all 
who rely upon the record 

I represented the buyer of a 
building subject to a $10,000 first 
mortgage which had been paid but 
not released because the principal 


the release is 


42 


note was lost. The lawyer for the 
seller eventually got a release by 
vying the trustee $150, and he 
wad ily presented it to me. I had 
to ensinates him by telling him 
that I would not the deal 
without a bond 

A few days later he happily re 
turned and had learned the prin 
ciple stated and said, “The a 
is now recorded and you can rely 
on the records.” But it is not re- 
lying on the records when you 
know the facts. It is not being a 
bona fide purchaser and neverthe- 
less lawyers are doing it that way 
every day. 

If the release deed 1s recorded 
before you close the deal it makes 
it difficult to prove that you did 
not rely on the record but it doe 
not change the facts 

In the case of Connor vs 
330 Ill. 136, the court said: “An 
unbroken line of decisions holds 
that a release of a trust deed un 
authorized by the terms of the 
trust or by the cestui que trust, af 


( lose 


ease 


Wahl, 
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By GEORGE F. ANDERSON 


fects only the right of the original 
parties or subsequent purchasers 
with notice. Since in law the 
trustee has power to release a lien 
so as to revest the legal title in the 
grantors. even though he does so 
without the consent of 
que trust and in violation of the 
trust, it follows that the release 
in question in thi which 
were executed after the notes were 


the cestul 


case, 


due, were good as to plaintiffs in 
who had no any 
lack of authority on the part of 
tenshaw to release the first 
econd trust deeds.” 


error, notice of 


and 


The public records of convey 


ances and instruments 
the title 
lished by 


dence of 


affecting 
to real estate are estab- 
statute to furnish evi 
such title. A purchaser 
right to rely upon such 
records unless he has notice or i 
with notice of 
title, conveyance or 


has a 
chargeable some 
claim incon 
therewith If reliance 
cannot be placed on the disclosure 
of the records relative to such title 
then no one can purchase an in 
terest in real estate free from the 
possibility that somewhere in the 
chain of title a mortgage or trust 
deed has been assigned and wrong 
fully released by the trustee.” 


sistent 


AST night when I got on a 

4 North Clark street car to go 
home, I found a newspaper on the 
seat in front of me. I appropriated 
it to my own use and started to 
read it with interest. A man stand 
ing at the exit came over and, look 
ing around, said, “I forgot my 
paper.” I handed the paper to him 
saying, “Perhaps this is it, I found 
it on the seat in front of me.” He 
took it, thanked me, and walked 
away 

Was I obliged by law to give 
him that paper? If he “forgot,” I 
was. If he “abandoned” it, I was 
not. If he decided that he did not 
want the paper any longer and 
left it in the seat, but when he 
got to the door changed his mind, 
it would be abandoned property 
which belongs to the first finder 

So you see, whether property is 
“forgotten” or “abandoned” is a 
matter of intention and intention 
is difficult to prove. If I had been 
a Scotchman I might have put up 
a fight for it but I wouldn't have 
a broken nose for 5« 
for a dime 


no, not even 
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Mruiland homes with 
Four Bedrooms << 


D-210 and 
D-230 series 





6£0 ROOM ’ — a 
c ‘ ° ws 
Just Compare omen = 


these fine | 
Quality features 





Distinctive Designs 
Finest Engineering 
Conventional Type Construction © x4 
Highest Quality Materials 7 +e 
Precision Manufacturing . 
Beautiful Exteriors one Pion D-210-4 Bedroom i a7 
Well Planned Interiors ON!ME door gives fourth begich flush doors throughout. iy 
Large Rooms G1niNg, OF all-purpose room 
Large Storage Room 
Oversized Wardrobes 


Aluminum Double Hung Windows YQy’|l he OUT IN FRONT of all competition if you build 


Large Picture Window or 


panorama Window this outstanding 42;24(1008 sq. ft.)non-basement home 











Aluminum Double Foil Insulation 

Insulated Sheathing 

Hardwood Floors 

Birch Flush Doors 

Extra Wall Space for 

Furniture Arrangement 

Mechanical Folding Door 

Large Dining Space in Kitchen i one ae vies th: Wliemeiell 

Window over Kitchen Sink 

Youngstown Kitchen Cabinets ay 9 information using your letterhead. Wire 
Formica Counter Tops—Stainless een - ’ or phone for appointment 

Steel Trim 

Quality Hardware—Complete 


Free factory engineerin rvi 
Gypsum Drywall Interior ory engine g Service 


Interim finance plan without charge 


f 
Imalamdfemes 


501 $O. COLLEGE ST. PIQUA, OHIO PHONE 38860 FO. BOX 915 
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How to Successfully 
MANAGE-RENT — 
OPERATE 


BUILDINGS 

















if you are concerned 
with the problems of 
managing, renting or 
operating buildings 
send for an introduc- 
tory copy of BUILD- 
INGS, The Magazine of 
Building Management. 


BUILDINGS, a sister publi 
cation of the National Real 
Estate and Building Journal, 
is the one magazine designed 
to help you with all phases 
of big-building management. 
Every month you'll find in 
formative articles on such sub 
jects as: 


. renting and leasing 
. decorating and layout 
. air conditioning and heat- 
ing 
. modernization 
. Cleaning and maintenance 
.. new products and buyers’ 
guide 
. lighting and elevators 
.and other management 
problems 
So just fill in the coupon and we'll rush 


the current issue of BUILDINGS to you 
at no obligation 


BUILDINGS Magazine 

127 - 6th Ave. SE, Cedar Rapids, La, 
Send me the current issue of 
BUILDINGS for my inspection 


Name 

Lith 

Firm 

Street 

City 

State 

NOTE: Regular 


issues for $4 
to subscribe now 


rate is | year of 12 
Check here if you wish 
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Bring Them Back 


(Continued from page 23) 


think is 


them to what I 
buy for them.” 


If you told a shoe clerk you 
wanted a good quality dress shoe 
and he brought out a pair of casu 
als first, would you be convinced 
he knew his stock? 


on d 
a 200 


Have you really created a pro 
fessional atmosphere that will give 
your client confidence in you 
when you show him you missed 
the boat in your original qualifi 
cation of him? Put yourself in his 
place. Wouldn't you too say, 
“Now, I’ve got to get back because 
I've just remembered that I have 
another appointment.” Did that 
ever happen to you? 


On the other hand, do you re 
call a time your prospect has said. 
“Now I haven't Sad time today. 
but we can just take a quick look 
at something.” Then you have 
taken him directly to the property 
best fitted for his needs and recall 
that the rest of the day was none 
too long for him to look the prop 
erty over and close the deal with 
you 

Maybe better not try to 
fool ‘em. Let’s try to serve them 
with the same skill, knowledge 
and professionalism that his law 
ver or doctor would 

These are only a few of the 
things we have been doing to cause 
our purchasers to say, “I'd like to 
look around a little.’ and then 
proceed to do so on his own. Let’s 
bring them back to the office 


we'd 





NATIONAL REAL ESTATE SECTION 


For quick sales results on a property, product or 
service, use this section. Rates on request. 





_— raining FOR 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 


lavestigate our Home Study and Kesdential 
courses in Keal hetate. Includes all phases of 
the business. Send for big FREE CATALOG 
today. No obligation. Approved for World 
War Il and Korean Veterans. 
WEAVER SCHOOL OF REAL ESTATE 

(Est. 1936) 

Dept.RE Kansas City, Mo. 


Baked Enamel on 30 Gauge Metal 
Write for FREE SAMPLE, Illustrated 
Literature and Prices” 


LANCELOT STUDIOS 


2020 Grand 














100 SEVENTH ST., PITTSBURGH 22, PA. 





AAA-1 rated Jr. Dept 
buy 75-ft. frontage and up in 90 to 100% area in 
cities 12,000 to 125,008 
Edw 


Store Chain will lease or 


anywhere. Brokers’ co 
Mitchell, 276 - 5th Ave 


igh 


HEAVY 29 GAUGE BAKED, 14 K 20 96 LG. LOTS 444 BA, 
1 TO 9 DAY ORLIVERY © CARSON HON WKS. BOX 1022 


GREENVILLESC 


February, 1955 


operation invited 


N.¥.C 


NATIONAI 


Rear Estratt 





METAL SIGNS 
METAL STAKES 


Write for Details 


Satisfaction Guaranteed 








"WE SIGN THE NATION’ 


CTIVE DISPLAY ADV 


{19th Strect Chieage 8, Mi 


FLORIDA BROKERAGE OFPFICI 


Rental and insurance departments, established 


years. Will sell with or without real estate build 
ing. $25.000 cash 
$27,000 annually, Write owner 


Murray Hill Station, Jacksonville 


will handle, Gross income 


P.O. Box 6364 
Florida 


IN STOCK 


@ full tine of reedy 
mede signs for the 
SEAL ESTATE AGENT 


Send fer Price List 


RICHMOND SIGN COMPANY 


DIVISION OF ENAMEL PRINTERS INCORPORATED 
222 SOUTH FIFTH STREET 
RICHMOND 19, VIRGINIA 
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Mortgage Needs 


Continued from page 33 


ing of the “big majority of life insurance companies 
as well as the American Bankers Association and the 
Mortgage Bankers Association 

Henry S. Miller, Jr.. when asked by the JourNat 
what he thought of the prospects of the Program, 
replied 

“T feel that it depends on the lending institutions 
to support the Program, since it was through thei 
efforts that it was set up.” 

Miller is the chairman of the regional subcommit 
tee in his area, and says the Program has “tremen 


dous significance” there. He bases his opinion on the 


large number of communities of small population in 
the area and their wide geographical distribution 

Although it is still too early to know just how the 
plan will be administered, Miller says that the June, 
1957 terminal date for the Program should give 
ample time for it to be effective. 

J. Robert Baldwin of Erie, Pennsylvania, also a 
regional subcommittee member, seconds Miller's 
statements. The biggest administrative problem, Bald 
win says, will be in finding out who the people are 
who want or need the mortgage assistance. 

Baldwin says the need in his area is not great, but 
thinks “the overall success of the Program can only 
he determined by the cooperation given by the mort 
gage lending institutions.” 

“In other words,” he says, “If the mortgage com 
panies accept the mortgages under the most legal 
terms of FHA and VA, the program will surely be 
a howling success.” If these companies set up higher 
standards than FHA and VA demand, then the pro 
gram will fail, Baldwin believes 

Donald T. Pomeroy of Syracuse, another regional 
subcommittee member, told the JounNAL it was too 
early to judge the Program in his area as it is just 
getting set up. 

However, Pomeroy says, although “there is no op 
portunity to express an opinion, members of the 
tegional Committee have shown intense interest 


Property Data 


(Continued from page 41) 


to submit general economic data covering the trade 
area, dividing it into distance zones 


Overall Economic Status 


For example, how many families live within one 
mile of the project? What is their average disposable 
income? How about the area’s employment outlook? 
Are incomes likely to be sustained? As to competi 
tion what retail outlets are in position to battle 
for the public’s dollar, and how effective are their 
efforts li ely to be? 

Of course, every scrap of information indicated in 
this article is not usually readily available to the 
Realtor. Owners of properties often object to furnish 
ing certain details until they are sure of strict con 
fidence. Often their bookkeeping systems don’t give 
you the type of breakdowns suggested 

Also, no authenticated surveys may 


be available 
on the economic 


future of the area, and it would be 
asking a little too much for the Realtor to conduct an 
exhaustive investigation on his own. Still, the nearer 
the Realtor can come to answering all these questions 
for the prospective investor, the better are his chances 
of closing the deal 
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SHOW 
YOUR WAY 
TO SALES 





Know how to attract prospects 
Show them your product. That's 
difficult in the real estate business, 
but you can do it with an eye-catch 
ing photograph, easily-readable in 
formation both mounted on the 
attractive background of an Acme 
Bulletin Board. We have a variety 
of appealing styles with oak, wal 
nut, mahogany, or aluminum frames 
in sizes from 16° x 20° to 58° x 20 
Write today for illustrated 
folder 


OME ‘ 
+ |BULLETIN COMPANY| 


37 EAST 12TH STREET, NEW YORK 3, NEW YORK 
































LONG 
TERM 
LEASE 


CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 


world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil 


ity and outstanding security 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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—f 4 7 E 10-DAY TRIAL =, 


A complete Library of Real Estate 
Ideas, Procedures and Infor 
mation in One Giant 

Volume 


THE 
ENCYCLOPEDIC 
DICTIONARY 
OF 
REAL ESTATE 
PRACTICE 








Here is the most valuable and useful volume 
ever published for realtors contaiming page 
siter page of practical tacts, ideas, methods and 
information on ALL PHASES OF REAL ES 
TATE PRACTICH 


This great book gives you INSTANTLY 

the best methods, the best procedures, the best 
ideas for any job you tackle in the field of real 
estate, Its 1,294 entries are arranged alphabetix 
dally, With the flick of a finger, you find any in 
formation you want explained fully, Many 
entries run for pages, with illustrations and 
samples outlining dollars-and-cents help on prac 
tical real estate problems 


JUST A FEW WAYS THIS BOOK 
WILL HELP YOU — 


Real Estate Financing — tells you all you need 
to know about sources of funds notes, bond 
and mortgages costs of financing answer 
your questions on project and purchase mone 
financing, improvement and development loan 
interim financing or construction loans tell 
you what your function is in farm and he 


leasehold and junior financinys 


financing 
important Facts fully covers Advertising 
Appraising. Urokerage and Commissions, Fed 
eral Agencies allecting Real Estate, Interest and 
Amortizaton Tables, Legal Deseriptions and 
Surveys, Kent Control, Modernization, Home 
Building, Titles, Real Estate Accounting and 
Kecord 


Home Selling hows you how to write ad 
that pull in prospects how to prepare an 
ellective property brief that attracts new busi 
me explains and illustrates architectural 
tyles to help you sell prospects more intelli 
rently gives you 9 proven methods for show 
ina a home successfully 


Tax Help what deductions you can take 
when you have to pay on gains how to get 
tax relief provides you with a handy tax 
checklist that will help you save on future in 
come tare 


leases their renewal, extension or termina 
tion what to do in case of abandonment or 
condemnation row to handle sales and lease 
hacks, percentage leases, security deposits, bo 
muses, Concessions, store leases, short and lone 
term leases ub-leases. tax participation 
clauses, and warranty under leave 


It brings you the equivalent of a complete real 

* estate library jam-packed into one encyclopedic 
volume saves you many times the low Special 
Invitation price of only $7.50 


SEND NO MONEY. Just fill in and mail coupon 
below to wet your free-trial copy. If you keep it 
pay only $7.50 plus few cents postage, Or return 
t in ten days and owe nothing 


———«—=-MAIL THIS COUPON—— ——- 
| Prentice-Hall, Inc Dept, M-NR.-255 

Englewood Cliffs, New Jersey 

Send me for 10 DAYS’ FREE TRIAL. a copy 

of THE ENCYCLOPEDIC DICTIONARY 

OF REAL ESTATE PRACTICE, After ten 

days, I will either remit $7.50 plus postage 
f or return book and owe nothing 


Name 


ANdelre 


SAVE! Send $7.50 with the coupen and we 
pay postage. Same return privilege; refund 
guaranteed 
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may now consider yourself informed that the Housing and 
Home Finance Agency has replaced the Division of Community 
Facilities and Special Operations and the Division of Slum Clear 
ance and Urban Redevelopment with the Community Facilities 
Administration and the Urban Renewal Administration If 
there’s anything we admire, it’s a constant striving toward great 
er simplicity and efficiency in the federal government 


The air conditioning industry has provided some estimates of its 
market potential that should make your head swim. During 1954 
the whole industry's sales in residential, commercial and in 
dustrial air conditioning and refrigeration totaled just unde 
$2 billion Carrier Corporation estimates the potential market 
in existing single family homes alone at $28 billion 


In India the United Nations collaborated with the Indian govern- 
ment to produce a demonstration village. Eighty houses were built, 
none of which cost more than 5,000 rupees (a little less than $1, 
000). There’s a pretty serious housing shortage in India, too, but 
from what we hear about the average income over there even a 
$1,000 house isn’t going to help much. Even so, it’s a long step 
in the right direction 


Somebody around here made the observation that housing is sink- 
ing out of the picture in Greenland, and it is, despite the pun 
Army engineers have developed a system of connected tubes, 18 
feet in diameter, that take the place of conventional buildings that 
can’t be supported by the ice cap surface. The ice cap is 10,000 
feet deep, according to the engineers, and we'll take their word 
for it 


Earl B. Teckemeyer of Indianapolis, popular Journal contributor, 
has announced the opening of his own office for real estate man 
agement and appraisal service. “Teck” is one of the really prolific 
writers and lecturers on real estate subjects. He published “The 
HOW of Selling Real Estate” just a few weeks ago 


Just to prove American ingenuity can think up a solution for a 
problem even before you realize there is a problem, sidewalk and 
driveway snow-melting installations are now recommended. They 
figured it out this way: Most home heating plants are designed 
for temperatures of 10 degrees below or colder. About 87% of all 
snow falls when it’s between 10 and 35 degrees above. So the 
Plumbing and Heating Industries Bureau tells us the “excess 
capacity’ can be used to pump anti-freeze through pipes under the 
sidewalks and melt the snow 


Women in Florida real estate are apparently doing well. The Sara- 
sota News carried a two-page spread in its real estate section re 
cently, featuring “Sarasota Women In Real Estate.”’ Twenty-two 
companies carried ads, and 37 salesladies had their pictures in it 
There are 18,896 people in Sarasota. The way we figure, that’s one 
woman in real estate for every 513.5 people 
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POLLMAN 
HOMES 


BY THYER 


(U hoo (ppeaomce Cows 


THYER HOMES WILL SELL 


Today’s buyer is fussy. He knows just what he wants. 

Plenty of room —a sensible floor plan —top quality materials 

—and good, sound construction —these things he takes for granted. But 
most important, he is sold on style—he wants his 

home to be attractive as well as practical. For 1955 Thyer 

offers a new line of Contemporary models. Long, low, 

and livable, these easy-to-build, easy-to-sell homes can help 

you enjoy a profitable building season next year. 

Write today for information on how you can become 

a Thyer Builder in your community. 


THE THYER MANUFACTURING CORPORATION 


2850 Wayne Street 515 E. Yazoo Street, Dept. 1 
Toledo, Ohio Jackson, Miss. 


2280 Series Contemporary (shown below) features 
912 sq. feet of floor space, 3 bedrooms. Several 
attractive cedar shake and vertical siding combi 
nations and colors, With or without basement 
2/12 pitch roof. 


Climate Right Designs 2280 Series are. manufac 
tured in Toledo, Ohio, and distributed in North 
ern states only. For information regarding Thyer 
Southerner Line designed for Southern and Gulf 
Coast States, write Jackson, Mississippi 


Turn-Key Contracting Thyer can furnish houses, 
construction financing and a bonded contract price 
to developers who want to build 50 or more houses 
at a time 


Local Field Service Thyer factory representatives 
are located in 28 states ready to assist Thyer 
builders in erecting, land development, financing 
and local advertising. A hard-hitting advertising 
program is carried out in national consumer pub 
lications. Merchandising materials to assist build 


ers also available 


Awarded Parents’ Seal Thyer 
fabricated structural units have 
been awarded Parents’ Maga 
zine Commendation Seal. 




















